% The progress of a life underwriter is mea- 
sured by the sales power he can deliver 
... consistently, decisively. The Etna Life 
Insurance School is geared to provide 
power for sales success. The principles it 
teaches are sound and workable. They are 
earning bigger commissions today for 
the many graduates of the Aitna Life 
planned salesmanship course conducted 
by the School's field-seasoned instructors. 


The next five-week session begins on January 12, 1942 





Write to the ETNA LIFE INSURANCE SCHOOL e HARTFORD, CONNECTICUT /or booklet 
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Announcing 





Ready Soon—Price $2.00 


find a satisfactory answer. 


prospect for it right in your office. 


FOR SALESMEN — NOT TECHNICAL 





Opens New Fields That Yesterday’s Methods Do Not Serve! 


Offering more protection than the customary methods, the ments between the parties concerned. Mr. Bickel’s book 
“Master Contract Plan” deals largely with business life explains it all, giving numerous actual cases, how they de- 
insurance. It is equally advantageous, however, even down 
to father and son arrangements and small policies. It pre- 
sents a new method which will solve many of the problems of 
current practice for which heretofore it has been difficult to 


Unique—and widely useful! ber of the National Life Leaders Club for 12 years, he speaks 


A select group of successful field men, as well as a number 


of business men, attorneys and Life Company Executives Get the “Master Contract Plan” NOW 
have not only approved the “Master Contract Plan” but de- , 

clared it widely useful. It opens all sorts of possibilities, To grasp the full possibilities of this important new de- 
heretofore hidden from view. You may even find a good velopment in life insurance, you must read “Bob” Bickel’s 


Basically quite simple and flexible, the plan involves a spe- 
cial technique and the use of certain schedules and agree- return it at our expense and there will be no charge. 


The First Really New 


Life Insurance Idea— 
in Many a Moon! 


The “MASTER CONTRACT PLAN” 


By Robert O. Bickel, C.L.U. 


(Originator of the “Informat”) 


Something new in life insurance is truly a rarity. Especially is 
this so when it is of real value to all kinds of field men. Too often 
in recent years have new things been useful only to “tax experts” or 
million dollar producers. Here, however, is an idea useful to all— 
small town agents and big city C. L. U.’s alike. You yourself almost 
certainly have some good prospects for the “Master Contract Plan” 
right now! - 


veloped, questions and answers, and the schedules and agree- 


ments actually used. 


“Bob” Bickel writes just as though he were talking to you 
at your desk. A steady producer of over $500,000 and a mem- 


the real salesman’s language. 


new book. It is so original that we feel entirely safe in 
saying if it doesn’t give you some new and worthwhile ideas— 


Partial List of Contents MAIL THIS COUPON FOR YOURS—TODAY 
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To General Agents and Managers! 


We GUARANTEE you at least 
one very interesting “meeting” if you 
will read the MASTER CON- 
TRACT PLAN and bring it to the 
attention of your associates. 

The National Underwriter Co. 


Order Yours NOW —While it’s brand New! 





The “Plan” in Operation 

A Proprietorship Becomes a 
Partnership 

“Versus Term Insurance” 

The Son Becomes a Partner 

Master Contract Schedules 


Send me on “‘ten day approval” 
—cop—The MASTER CONTRACT PLAN 
by Robert O. Bickel, price $2.00 


Actual “ Agreement” Forms PAM. Cire siete orecie ciel cecicicie rss wing eisai a é iu eee 
Transfer of Interests i ccpiiste ig hcansaba skied ane eaeiRee- - 
Prospects which are “Nat- WIE: cosccnbee cue t nee ami - 

urals OS re ren NDS MECR SCL a ag TION State......-. 


A New Tool for Converting 
Term Insurance 

New Prospects for Invest- 
ment Contracts 


(0 Send C.O.D. OCheck Attached O Charge to my Account 


To: The National Underwriter Co., 420 E. 4th St.. 
Cincinnati, Ohio 
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muess, Myrick, 
ull, New Mutual 
life Executives 


Home Life Man, N. Y. 
Manager and Agency 
Officer Named 


NEW YORK—President Lewis W. 
Douglas. of Mutual Life announces the 
appointment of Leigh Cruess as vice- 
president and manager of selection, J. 
Roger Hull, formerly superintendent of 
agencies, as manager of agencies, Julian 
S$. Myrick, second vice-president. The 
appointments of Mr. Cruess and Mr. 
Hull become effective Nov. 1 and that 
of Mr. Myrick Dec. 1. 





LEIGH CRUESS 


Mr. Hull joined Mutual Life as man- 
ager of the Meridian, Miss., agency in 
1928 and later was agency manager at 
Nashville He is a C. U. He 
served in the home office as assistant 
superintendent of agencies. 

Mr. Myrick has been manager of the 
Ives & Myrick agency in New York 
Ity since 1909. He has been with 
Mutual Life since 1898 and for a brief 
time he was general agent for the for- 
mer Washington Life of New York 
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and then established the Ives & My- 
Mick agency in 1909 which is now one 
: the largest in the country. He is 
lonorary president of the New York 
aute Life Underwriters Association, 
ormerly National Association of Life 
Underwriters president and now chair- 
~ of the American College of Life 
/nderwriters. He was elected N.A.L.U. 
President at Memphis in 1927. . 
George A. Patton, formerly vice- 
president and manager of agencies, will 
oe his headquarters to Cleveland 
ere he will have general supervision 
Or certain midwestern territory. © Dr. 
ineaie F. Russell, formerly  vice- 
pe ent and manager of sélection, will 
ery his long period of service with 
“utual Life as consultant on medical 
Matters, ; 
G. A. Sattem, ‘fornierly superintend- 
(CONTINUED ON PAGE 11)": 





2 Percent Reserve 
Basis Suggested 


May Be Only Way 
Some Can Adopt Lower 
Assumption in Wis. 


Use of a 2 percent interest assump- 
tion and the American experience mor- 
tality_table is one of the wide variety 
of suggestions that has been advanced 
for meeting the problem of lower in- 
terest earnings. Among the other plans 
that have been discussed is the Ameri- 
can Men at 2% percent interest and 
the same mortality table but with 2% 
percent interest. 

If anything so odd as a 2 percent re- 
serve basis is adopted by any company, 
it will be mainly because of the situ- 
ation in Wisconsin. At its last session 
the legislature there changed the law 
regarding loadings to one-third of the 
net single premium on the American 
experience basis at 2 percent interest. 
Previously it was the same mortality 
table with 3 percent interest. 

For this reason using the American 
Experience table and 2 percent interest 
is the only way in which some of the 
companies could raise their gross pre- 
miums and still stay within the Wis- 
consin statutory limit. The problem is 
to strengthen the reserve basis with- 
out taking away practically all the bene- 
fits by permitting more liberal with- 
drawals of cash surrender values. 

Another way of meeting the problem 
raised by the Wisconsin law would be 
to continue to use 3 per cent interest 
but to use an older mortality table than 
the American Experience, say the com- 
bined actuaries, but this table is about 
100 years old and even the American 
Experience table has been subject to 
much criticism because of its antiquity. 
However, this course would mean ap- 
plying higher surrender charges in or- 
der to prevent policyholders from 
being able to withdraw the more lib- 
eral cash values which they would 
otherwise be entitled to. If this were 
not done the increased conservatism of 
the new reserve basis would be largely 
offset by the company’s vulnerability to 
heavy cash withdrawals at inopportune 
times. 





Hearing on Guertin 
Report in N. Y. Dec. 6 


The special committee of the Na- 
tional Association of Insurance Com- 
missioners to consider the report of the 
Guertin committee to study non-forfei- 
ture benefits and related matters has 
called a meeting at the Hotel Pennsyl- 
vania in New York Dec. 6 at 10 o’clock. 
At that time all interested parties will 
be given an opportunity to be heard. 

Deputy Commissioner Gough of New 
Jersey is chairman of that committee 
which was appointed last June in De- 
troit. 

The Guertin report contains far 
reaching proposals for a uniform legis- 
lative program for all states on the sub- 
ject of mortality tables, reserve stand- 
ards and non-forfeiture benefits. Other 
members of the Gough ‘committee are: 
Blackall’ of Connecticut; Pink, New 
York; :Bowles,- Virginia; Jones, Illinois; 
Sullivan, Washington. -: . 





Increase in Savings 
at All-Time High 


Report Is Made by 
the Federal Home 
Loan Bank 


WASHINGTON, D. C.—Americans 
in 1940 saved money at the yearly rate 
of more than $3,500,000,000, an all-time 
high since the boom years of 1925-1926. 
During 1940, the latest year of available 
statistics, this was the net gain in sav- 
ings represented by private investments 
in savings and loan associations, life in- 
surance policies, savings deposits in 
banks, postal savings and United States 
savings bonds, according to the Octo- 
ber issue of the Federal Home Loan 
Bank “Review.” This brought the 
volume of such savings and investments 
outstanding at the year-end to $58,- 
000,000,000. 

The total does not comprise all sav- 
ings, such as social security taxes, the 
publication points out, but the compila- 
tions help to measure the trends in 
those types of savings which the Treas- 
ury Defense Savings program attempts 
to tap. 

“The net growth in 1940 represents 
a rise of almost 15 percent over the 
1939 figure of $3,000,000,000, reflecting 
the higher pitch of business activity,” 
says the “Review.” “Comparing 1940 
with 1938, the increment last year in 
these types of savings was as much as 
75 percent in excess of the gain re- 
corded two years ago, illustrating the 
well-known fact that savings increase 
more than proportionately when na- 
tional income is mounting. 

“Of the 1940 gain, life companies ac- 
counted for $1,640,000,000 and United 
States savings bonds for almost a bil- 
lion. Insured commercial banks gained 
$440,000,000; savings and loan associa- 
tions, $220,000,000, and mutual savings 
banks, $137,000,000. Changes in postal 
savings accounts were insignificant.” 


O’Mah oney Scores 
Pike Proposal for 
Stock Ownership 


WASHINGTON — Senator O’Ma- 
honey, chairman of the former TNEC, 
has come out flatly in opposition to the 
proposal of Commissioner Sumner T. 
Pike of the Securities & Exchange 
Commission for permitting life compa- 
nies to invest in common stocks. O’Ma- 
honey recalled that the question of 
common stock ownership by life com- 
panies had been fully considered at the 
TNEC hearings and that Pike’s recom- 
mendation that the TNEC suggest 
modification of state laws in this re- 
spect was not approved by the TNEC. 
O’Mahoney also pointed out that the 
final report of the TNEC showed that 
the proposal had no support except 
that of -its proponent, Commissioner 
Pike, who was the SEC’s’ representa- 
tive on the TNEC. . 

Basis of -O’Maloney’s. opposition ‘to 
life -company investment’ in. common 
stocks is that “it would- only accentu- 
ate the evils of concentrated economic 
power.” RS 





Agents Compensation 
Study Now Reaches 
“Long Range’ Point 


Solution of New Man 
Problem Systemic Task, 
Committee Asserts 


A third chapter has now been written 
by the committee on agents’ compensa- 
tion. A pamphlet, containing the con- 
clusions of the committee on the com- 
pensation of the new agent, now has 
been issued and is being given circula- 
tion so that it may be intelligently dis- 
cussed at the joint annual meeting in 
Toronto next week of the Life Agency 
Officers Association and the Sales .Re- 
search Bureau. : 


The committee’s first report was miade 
just a year ago, dealing with compensa- 
tion of the established agent. The sec- 
ond report on agents’ pensions was re- 
leased in September of this year. The 
current report doesn’t pretend to offer 
any rule of thumb solution to the prob- 
lem. The committee admits that it has 
found no formula and expresses the be- 
lief the solution to the problem of the 
new man lies outside the field of com- 
pensation as such. “It will not be 
solved by the devising of some new and 
clever financing plan,” the committee 
states, “but must necessarily involve 
some change in the pattern and method 
of the sales organization.” 


Includes Jerome Clark’s Ideas 


The report is discussive. Much of it 
contains posthumously published anal- 
ysis of the problem that had been made 
by Jerome Clark, vice-president and 
agency director of Union Central Life, 
just before his death. 

At the outset the committee states 
that almost any reasonable plan of 
financing can successfully take care of 
the successful agent and that no plan 
has been devised which will successfully 
finance the unsuccessful agent. 

Although a well organized and well 
managed plan of financing is important, 
it is more important to have the agent 
be successful. The real emphasis should 
fall upon the elements of success, which 
are careful selection, adequate training 
and plenty of effective supervision. 

The main purpose of financing the 
new man_is merely to- make up in one 
way or another the difference between 
income he needs on some fair and rea- 
sonable basis and what he can earn 
under his company’s standard basis of 
compensation to established agents. 

Most full time men are financed in 
one way or another when they enter the 
business. Some finance themselves, some 
are financed by family or friends and 
some by the company or general agent. 

The difference between. the’ income 


that a man. needs. and what he can earn 
on any reasonable plan of compensation 
can never be. made up if he is not able 
and willing to sell life insurance in ade- 


(CONTINUED ON LAST. PAGE) sag 
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Crane Publishes 
Book on Vermont 


Publicity Director of 
National Life Treats 
State in Winter 


Charles Edward Crane, publicity di- 
rector for National Life of Vermont, 
has had a new book published. Like 
the last of his several books, it is writ- 
ten about his home state, titled “Win- 
ter in Vermont.” 

Mr. Crane treats all the aspects of 
winter in a state where the winters are 
severe. He describes the hard work 
it means to the farmer and the oppor- 
tunity it offers to the nature lover and 
the skiing, skating and sledding which 





CHARLES E. CRANE 


the sportsmen and young people know. 

The book is written in an easy, grace- 
ful, and humorous style and the author 
reveals an interest in and a knowledge 
of an amazing number of things. It 
leaves one the impression of having 
spent a winter in the state, because of 
its accurate, sympathetic portrayal of 
the winter joys, tasks and duties in the 
country and in small towns. It can 
serve both as a guide and a diversion. 
Decorated with 90 excellent photo- 
graphs of Vermont winter scenes, it 
contains a number of useful pointers 
on where, when and how to ski in the 
green mountain state. 

Mr. Crane’s literary training began 
when young, for his father owned a 
printing establishment and newspaper 
office in Ludlow, Vt. Mr. Crane at- 
tended Dartmouth College and went to 
work for the Associated Press in Bos- 
ton, going abroad to do special feature 
work in London, and then returning to 
serve on the editorial staff of the A. P. 
for many years, He was at one time 
owner and editor of a weekly news- 
paper at Middlebury, Vt., and then be- 
came a columnist for the Brattleboro 
“Reformer” for several years. Then he 
joined National Life of Vermont at 
Montpelier, as publicity director. His 
career has afforded him residence in the 
four different sections of the state. 





Wichita General Agent Retires 


Hal Johnson, general agent of Colum- 
bian National Life in Wichita, Kan., has 
retired, due to illness. 

Mr, Johnson in his 33 years with the 
company has achieved an enviable rec- 
ord and built up a good volume of busi- 
ness for the agency. By being relieved 
of the responsibilities of the general 
agency, he expects to be able to continue 
to attend to his own personal clientele: 
- His son, Linden, who formerly assisted 
him in the agency, was called to the 
service a few months ago and is now a 
second lieutenant in the air force. 





Parkinson Opposes 
Common Stock 


Investments 


NEW YORK—Permitting life com- 
panies to invest in common stocks might 
be a fine idea for some but not for the 
policyholders, President T. I. Parkin- 
son of Equitable Society intimated in an 
address before the company’s New York 
agents. He said that those who enjoyed 
the roaring bull market of 1928 for blue 
chip stocks would love to see the life 
companies come into the market with 
their big funds as purchasers to launch 
a similar big push. : 

“Do you want that?” he asked his 
audience. “Will it help the policyhold- 
ers to whom you have sold life insur- 
ance? Will it help you to sell life insur- 
ance to those who still have need of it? 
Up to this very moment I see no evi- 
dence that it would have done any good 
to life insurance or its policyholders and 
I have seen some evidence that it might 
have done them harm.” 


Asked to Bail Out Stocks 


Mr. Parkinson recalled that in 1929 
when the stock market was sick, insur- 
ance executives were called together and 
told that it was their duty not to their 
policyholders but to the general public 
(whoever that may be, he wondered, 
after you exclude the policyholders) to 
come in and support the equities market 
with $100,000,000 of life insurance funds. 
It was against the law to do so but 
the executives were told by “responsible 
officials” that it would be all right under 
the great necessity of the situation. They 
were told that no one would ever think 
of the legal prohibition. 

“But we thought of the law and we 
thought of the facts and we refused to 
do it,” Mr. Parkinson said. “If we had 
done it, we would have lost about $80,- 
000,000 in the course of a year and a 
half. There would have been a fine 
contribution to the stock market and 
maybe we could make a fine contribu- 
tion to the market now. But it would 
not have been then and it would not be 
now a contribution to the benefit of our 
policyholders to whom we are primarily 
responsible.” 


English Companies Limit Stocks 


Conceding that English companies are 
permitted to buy common stocks, Mr. 
Parkinson said that despite the fact that 
some English common stocks seem to 
remain more stable in value over the 
years than ours, the English life com- 
panies buy stocks only to the extent of 
about 5 percent of their assets. He said 
that the managing director of the old 
Equitable of London was asked when 
he was here a couple of years ago why 
their company put so little money into 
common stocks and he answered, “Well, 
I suppose it is because we know that 
our policyholders would not stand for 
any further investment in stocks.” 

Mr. Parkinson said that he mentioned 
this suggestion as to common stocks be- 
cause it is typical of the suggestions that 
come from outside the life insurance 
business. We must be careful to distin- 
guish between suggestions which are for 
the benefit of life insurance and those 
which are for the benefit of something 
else, he warned. 

Touching on inflation, Mr. Parkinson 
urged a realistic view. Let’s not waste 
our time bothering about the future pos- 
sibility of decrease in the value of the 
dollar, he urged, saying that the value 
of the dollar will be all right “if you and 
I do our job and if every other Amer- 
ican citizen does likewise from day to 
day. Why listen to the folks who live 
on rumors and possibilities and who de- 
light to use the institution of life insur- 
ance as their example of what may hap- 
pen?” he asked, 


Norman Scott, Metropolitan Life 
group supervisor, Milwaukee, spoke on 
“Phe Advantages of Group Insurance” 
ae the Kiwanis Club of Cudahy, 

is. 


New President of 
Medical Directors Body 








DR. D. E. W. WENSTRAND 


Dr. David E. W. Wenstrand, the 
new president of the Association of 
Life Insurance Medical Directors, is 
medical director of Northwestern Mu- 
tual Life. He went with his company 
in 1903 and was elected medical direc- 
tor in 1936. He was national presi- 
dent of Phi Rho Sigma medical fra- 
ternity from 1912 to 1919. 








Test Canadian Tax on 
Insurers Operating 
Without Federal License 


TORONTO—tThe supreme court of 
Canada will hear arguments Nov. 17 on 
the Dominion government’s reference on 
the legality of the 10 percent tax on 
premiums to British and foreign insur- 
ance companies operating in Canada 
without a federal license. 

On the recommendation of the min- 
ister of justice, the privy council advised 
that the court should be asked for a de- 
cision on whether the tax is “ultra vires 
of the parliament of Canada either in 
whole or in part and if so in what par- 
ticular or particulars or to what extent.” 

The tax has been in abeyance because 
of a senate amendment that it should 
not take effect until after a reference to 
the supreme court. 

Superintendent McNairn of Ontario 
stated today that he and C. R. Magone, 
counsel of the attorney-general’s depart- 
ment, will represent the province at the 
hearing. It is known that Quebec will 
line up with Ontario in defending pro- 
vincial jurisdiction. 


Chicago Special Arranged 
to Commissioners’ Rally 


A number of special cars on the 
“Advance Commodore” to the commis- 
sioners’ convention in New York, Dec. 
8-10, are being arranged for delegations 
from the central west, Pacific Coast and 
northwest to leave LaSalle Street sta- 
tion, Chicago, at 2:30 p. m., Dec. 7. The 
train will arrive in Grand Central sta- 
tion, New York City, at 8:30 a. m,, 
Dec. 8. 

Arthur G. Smith, assistant to Insur- 
ance Director Jones of Illinois, is in 
charge of reservations and information 
for the western and Illinois territory. 
A party of about 80 is expected to go 
on this train. Last year there were 
about 60 on the special train leaving 
Chicago. Reservations may be sent to 
Mr. Smith, Room A-1445, Insurance 
Exchange building, Chicago, or made 
personally by telephone, Wabash 9290. 

It is antictpated a number of delega- 
tions from the far west and northwest 
will join the party at Chicago on the 
“Advance Commodore.” 





Study Legality 
of Bond Issue Bids 


N. Y. Dept. Acting at 
Request of Investment 
Bankers Head 


NEW YORK—While the 
department, as a result of a requ 
from President E. F. Connely of t 
Investment Bankers Association i 
studying the legality of competitin 
bidding for bond issues by life comps. 
nies, experts on the insurance law 9 
New York state feel that there jg ho 
basis whatever for Mr. Connely’s py. 
quest and view it as a shot in the dak 

Basis for Mr. Connely’s complaint j 
that the companies’ bidding for bonj 
issues, as in the case of the recent $9. 
000,000 issue of A. T. & T. bonds, cop. 
stitutes underwriting of securities, » 
activity prohibited by the  insurang 
law. Mr. Connely does not questio; 
the right of companies individually t) 
bid for and obtain entire issues ¢ 
bonds but is concerned with joint yen. 
tures by two or more carriers. 

The laws passed following the Am. 
strong investigation include the stat. 
ment that no life company “shal 
subscribe to or participate in any under 
writing of the purchase or sale of s. 
curities or property or enter into any 
transaction for the purchase or sale on 
account of such corporation (i.e. life 
company) jointly with any other per 
son, firm or corporation; nor shall any 
such corporation enter into any agree. 
ment to withhold from sale any of its 
property.” 





New York 


—_—_ 


Wenstrand Heads 


Medical Directors 


NEW YORK—tThe Association of 
Life Insurance Medical Directors 
elected at its annual meeting Dr. D, E 
W. Wenstrand, Northwestern Mutual, 
president; Dr. William Bolt, New York 
Life, first vice-president, and Dr. S. J. 
Streight, Canada Life, second vice- 
president. Holdover officers _ include 
Dr. E. G. Dewis, Prudential, secretary; 
Dr. A. O. Jimenis, Metropolitan, treas- 
urer, and Dr. H. Ungerleider, 
Equitable Society, editor of proceed: 
ings. In advancing Dr. Wenstrand, 
previously first vice-president, to pres 
dent, and Dr. Bolt, formerly second 
vice-president, to first vice-president the 
association followed its usual custom. 

Selection of- the time and place for 
the 1942 meeting will be made at the 
May meeting of the executive council, 
which will probably be held in New 
York. Attendance was about 170. Pa 
pers presented were reported in last 
week’s issue. : 

Dr. Halbert L. Dunn, chief statts- 
tician for vital statistics, Federal Census 
Bureau, talked on “Vital Statistics and 
Life Insurance in a Changing World. 
He made a plea for the cooperation of 
life companies in helping the census 
bureau improve the quality of vital statis 
tics. He pointed out that life companies 
have a direct interest in the accuracy ° 
vital statistics. 





Erickson Agency Holds Rally 


The Southern Minnesota agency of 
Northwestern Mutual held its fall meet: 
ing in Mankato. Glenn A. Prevey gm 
a talk on time control; Dr. W. G. Hy . 
assistant medical director, discussed the 
present trends in underwriting and 1 
information regarding draftees betwer 
the ages of 21 and 27 not classified ? 
1-A; Art Miller of Marshall outlined . 
idea of what it takes to make a district 
prosper; Warren Lundgren, assistant 


rector of agencies, gave an inspiration 


talk, 
Genera] Agent Sam A. Erickson closed 


the meeting, 
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New Yom Many Large Assured Face 
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ely of tal Loss of Gift Tax 






Clation, ; 
COmpetitiyg 
life comps, 
Ice law of 


here Ml WASHINGTON — Urgency of the 
nnely’s reflMdefense program has so far sidetracked 





Saving 












ye at formulation of what was to have been 
for bel he second revenue act of 1941, with 
ecent $o).gmthe result that many large assured and 
onds, con-Mmtheir agents, who were counting on the 
_— aM-hrifcation of tax features on life in- 
: cam surance are in something of a quan- 
idually t)imedary. The most puzzling angle is what 
issues off™to do about the ownership of policies 
Joint ven: which may be taxable under the estate 
; tax law. 
hg - If the new revenue act is not en- 
1y ‘sha acted until after the first of the year, 














as now seems likely, it will be too late 
for assured to take advantage of the 
more favorable provisions of the gift 
tax law which will prevail until Jan. 
tin order to transfer ownership of their 


P . life insurance. One of the points to be 
shall ce contained in the new revenue act is a 
ne poh clarification of the Treasury ruling of 


lat January which made payment of 
premiums rather than ownership of the 
policy the yardstick for including pro- 


ny of its 





ceeds for estate tax purposes. Life in- 
‘surance people have been working to 
Is get the government’s agreement to a 
7 provision in the law which would make 
ownership again the basis for taxability. 
Ss : ’ — | 
Course Depends on Congress 
ation of If the government agrees to this and 
-CtOrsi® Congress enacts a provision making 
r. DE ownership of life insurance the criterion 
Mutual, & of taxability it would be to the interest 
e York FF of many assured to turn over the own- 
r. S. J. ership of their life insurance to their 
d vice- I wives in order to take advantage of the 
include BF lower gift tax rates which would ap- 
cretary; I ply to such a transfer if it is made 
, treas- I before the first of the year. On the 
rleider, BF other hand, there are many assured who 
roceed- I would prefer not to make such a trans- 
strand, B® fer unless they are sure that it will be 
) Lemar to their advantage. If payment of pre- 
second & miums remains the yardstick there 
ent the I would be nothing to be gained by the 
stom. transfer, 
ce “ This situation is a difficult one for 
at a agents advising these assured, as it is 
— Impossible to say what the revenue act 
A od will contain when it is finally enacted, 
. ha Another complication is that even if 
n ‘asi ® the new law contains no provision al- 
: tering the Treasury department’s rul- 
statis Ing that payment of premiums consti- 
ico tutes the test of taxability the courts 
“* id’ may upset the Treasury ruling and hold 
or i that ownership alone is the test. How- 
ion 0! ® ever, a court action would consume 
ens’ #® four or five years, 
statis- 
panies 
cv of fF Colonel Drew Banquet Speaker 
Lieut. Col. George A. Drew of To- 
Tonto will be the guest speaker at the 
annual banquet of the Agency Officers 
ca ssociation-Research Bureau annual 
m4 meeting at Toronto next Tuesday. The 


toastmaster will be Presi 
gave & Mitchell of Canada ri ya ti 





ive Col. Drew is a distinguished lawyer 
and leader of the opposition in the legis- 
gave lative assembly of Ontario. He re- 
~ med from a two-month visit to Great 
rf -_s by “Clipper” Oct. 19 and will 
rict alk to the agency officers on his ex- 
irs Periences and impressions abroad. 
t ‘ piColonel Drew is author of “Canada’s 
on ighting Airmen,” “The Truth About 





the War,” “Canada’s Part in th 
War, la’s e Great 
War, . sell Britain,” “Salesmen of 
cath,” “The Truth About War Debts.” 






Common Stock 
Privilege Might 
Give Trading Edge 


One point has not received much at- 
tention on the proposal to allow life 
companies to make limited investments 
in common stocks. It would give the 
companies an advantage in the bond 
market. Those contemplating bond is- 
sues know very well that the life com- 
panies have a lot of cash seeking invest- 
ment and the terms of bond issues are 
dictated with that fact in view. Per- 
mission to invest even a small percent- 
age of assets in common stocks would 
relieve the situation for the companies. 
It would change the market aspect on 
bonds. In other words, the life com- 
panies would have an “out” and would 
not have to compete with each other at 
some of the ridiculous rates of interest 
that have been used recently. 

The life companies would not neces- 
sarily hold their common: stocks very 
long. When stocks go down, bonds be- 
come dear. When bonds become too 
costly for life insurance investment, the 
companies could turn to stocks. As a 
better balance returned, they could shift 
over to bonds, clearing their portfolios 
of stocks, 

A mere 5 percent in common stocks 
would not mean much toward enlarging 
the investment market for the com- 
panies, if the stocks were to be held 
permanently. The trading privilege, how- 
ever, would relieve the companies of the 
terrific pressure in the present situation. 
There need be no fear of companies 
entering the speculative field on stocks. 
Every proposal to allow the purchase of 
common stocks is hedged about with 
restrictions on the amount to be pur- 
chased in any one corporation. The 
freedom, however, would be of immense 
value in escaping the pressure of a tight 
bond market. 


A. L. C. Financial Section 
Secretary Started in Field 





The new secretary of the American 
Life Convention’s Financial Section, 
Paul E. Fisher, 
treasurer Indian- 
apolis Life, started 
with his company 
as a salesman in 
1927, entering the 
investment depart- 
ment two years 
later. He was made 
treasurer in 1934. 
Mr. Fisher is active 
in civic affairs, be- 
ing chairman of the 
Indiana Navy Day 
celebration this 
week. He was also 
in charge of the 
observance last year. He was born in 
Richmond, Ind., in 1889 and graduated 
from the Indiana University’s law 
school, In the first world war he was 
in the bureau of aircraft production for 
the Detroit district. He is active in the 
Masons, holding every degree including 
the honorary 33rd degree. He is a 
suburbanite residing in Zionsville, just 
north of Indianapolis. 


C. G. Taylor Recuperating 


C. G. Taylor, Jr., second vice-presi- 
dent Metropolitan Life, who was seri- 
ously injured at his farm at Carter’s 
Bridge, Va., when a tractor ran over 
his leg, expects to be able to motor to 
his home at Montclair, N. J., about the 
middle of November. He was confined 
in the College University Hospital at 
Charlottesville and later went to his 
farm. He has gotten out a picture 
showing him badly battered and torn 
but riding a tractor. He is now recuper- 
ating in good shape, but it will be some 
weeks before he can go back to work. 
His present address is Queensland Farm, 
Carter’s Bridge, Va. 





Paul E. Fisher 











ance in other companies. 


of 27. 


vested it in life insurance. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





EXECUTOR OF ESTATES 


When one of our policyholders died, at the age of 71, he 
had 26 policies in our company, for a total of about $100,000. 
And in addition he had half a million dollars of life insur- 


His first life insurance had been bought in 1897, at the age 
He bought again in 1906, 1907, 1913, 1914, 1916, 
1924, 1926, and the amounts were usually $2,500 or $4,000. 
Until 1926 he seldom bought any kind but 20 Payment Life. 


While he was a banker and broker and was involved in a 
wide variety of businesses, he considered his occupation to 
be that of executor of estates. 
bought frequently in 20 Payment Life form, 


It was because his experience as an estate executor had 
taught him the importance of safety in. investment. 
found it possible to save additional money he promptly in- 
A 20 Payment Life is not the 
“cheapest” form of policy, but he was not trying to get the 
largest coverage for the least premium. Rather he was trying 
to place his savings in the safest form of investment, with the 
protection feature there but secondary. We venture the 
remark that many a life insurance policy in many a com- 
pany was placed because of his quiet recommendation. 


* + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Therein is a key to why he 


As he 
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JOHN A. STEVENSON 
President 

















Defense Dominant 
Theme for Parley 
of Life Presidents 


Leaders from Various 
Fields to Address 
Gathering in New York 


America’s defense effort and the re- 
lation of life insurance to it will be the 
keynote of the discussions at the annual 
convention of Life Presidents Associa- 
tion at the Waldorf-Astoria in New York 
City, Dec. 11-12. 

The central theme, “Life Insurance 
in Defense of Democracy,” will be de- 
veloped by Chairman O. J. Arnold, 
president Northwestern National Life, 
in opening the gathering. 

In addition to life insurance execu- 
tives, leaders from other fields will take 
part in the program. These will in- 
clude representatives of government, in- 
dustry, journalism and education. A 
message from a leader in the armed 
forces of the United States also is 
anticipated. 


Distinguished Canadians Invited 


Two eminent Canadians have been 
invited to speak. A distinguished states- 
man will discuss the general situation 
and the chief executive of one of Can- 
ada’s leading life companies will tell 
how life insurance functions in war- 
time. 

Commissioner Hobbs of Kansas, 
president National Association of In- 
surance Commissioners will discuss in- 
surance supervision. 

To aid in developing the life insur- 
ance side of the program, the associa- 
tion is gathering special data covering 
current trends and developments in the 
business, including an analysis of new 
life insurance sales, business in force, 
and disbursements to policyholders and 
beneficiaries. Life insurance  invest- 
ments will be discussed by a company 
7 oie with broad experience in that 
e 





L. A. Forum on Prospecting 


LOS ANGELES—Life Underwriters 
Association of Los Angeles is holding 
its first forum of Oct. 31 on prospecting 
under present conditions, 

Those who will discuss the topic are: 
H. H. Mickley Northwestern Mutual; 
William McHenry, New York Life; W. 
T. S. Saint, National Life of Vermont, 
— H. C. Chaney, New England Mu- 
tual, 





Mrs. Allin Is Chairman 
of Women’s Round Table 





Mrs. Martha W. Allin, Connecticut 
Mutual Life, Minneapolis, has been 
elected 1941-42 chairman of the Women’s 
Quarter Million Dollar Round Table of 
the National Association of Life Under- 
writers. 

Mrs. Allin heads an executive com- 
mittee which is composed of Helen 
Rockwell, National Life of Vermont, 
Cleveland; Elsie M. Matthews, Connec- 
ticut Mutual, Newark, and Lillian L. 
Joseph, Home Life of New York, New 
York, last year’s chairman. 

The new round table chairman at- 
tended the University of Minnesota and 
Smith College. She became a C. L. U. 
in 1935 and is now vice-president of the 
Minneapolis chapter. She will prepare 
the program for its annual meeting the 
week of Aug. 23 in connection with the 
Minneapolis convention of the National 
association. 
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Witherspoon Headliner at 
Peoria Sales Congress 





By DALE R. SCHILLING 


Objectives of the National Association 
of Life Underwriters were set forth in a 
talk at the Peoria, Ill, sales congress by 
John A. Witherspoon, John Hancock 
general agent, Nashville, National asso- 
ciation president. The primary aim at 
present is to assist the United States 
government in the sale of defense bonds 
and in. every other way, as well as to ad- 
vance the cause of legal reserve life in- 
surafice. It is hoped to eliminate some 
Washington red tape and clear up a 
number of issues which have been troub- 
ling the association for as much as seven 
years. 

Mr. Witherspoon was introduced by 
Lester O. Schriver, Peoria general agent 
Aetna Life and past National association 
president. J. M. Clark, Peoria general 
agent John Hancock, introduced Mr. 
Schriver. 


Promises Some Action 


Mr. ‘Witherspoon promised work and 
action will be done in the National as- 
sociation. He took up the question of 
incidents of ownership of life insurance 
as a test of exemption from federal in- 
come and estate tax, this being the 
yardstick which the National associa- 
tion argues should be used. ‘ 

Another .objective, he said, is to bring 
all agents under the old age pension 
provisions of the social security act. 
Agents do not belong under the unem- 
ployment compensation section, he said. 
The. renewal interest of the average 
agent has not answered his old age 
problem, Mr. Witherspoon said. He took 
up the subiect of agent’s compensation, 
which is being studied bv a special com- 
mittee. 

While the public has great respect for 
life companies, the agents do not enjoy 
this respect to the same degree. High 
pressure sales methods are responsible to 
some extent. Undesirable. ill-equipped 
agents should be eliminated—a responsi- 
bility of the home offices. He promised 
to tell this to the companies at the To- 
ronto meeting of the Life Agency off- 
cers.. Local associations and the Na- 
tional have a job of getting action on 
problems such as-this..The underwriters 
cannot afford to sit back any longer and 
let affairs take their course. 


Large Attendance Recorded 


An overflow meeting greeted Presi- 
dent -F. Earle Cavette, Massachusetts 
Mutual, when he rapped for order. Sev- 
eral additional rows of chairs had to be 
installed to accommodate late arrivals. 
‘Cc. W. Reuling, of Reuling & William- 
son, general agents Massachusetts Mu- 
tual, president Peoria Association of 
Commerce, extended welcome. President 
Cavette presented Chester’ T. .Ward- 
well, general agent Connecticut Mutual, 
who introduced General Chairman 
Clark and his committee chairmen. 

J. D. Moynahan, Metropolitan, Chi- 
cago, president American Society of C. 

U., spoke briefly, noting the Peoria 
C. L. U. chapter plans to start a C. L. U. 
study course Oct. 31. 

A. E. McKeough, state association 
president, reported briefly on activities, 
noting especially the fine work of the 
legislative committee. He also touched 
on defense bond sale. 

B. J.. Stumm, general agent North- 
western Mutual, Aurora, introduced Low- 
ell W. Schwinger, district agent of that 
company. in Waterloo, Ia., who has ap- 
peared on the -national association pro- 
gram. - He gave his interesting chalk 
‘talk on income insurance. This is in the 
form of a gales presentation to secure 
information for estate programming and 
‘to. arrange for medical, 

‘.Nels -G,.Parkinson, assistant Illinois 
director. substituted for Director Paul F. 


Jones, who was scheduled to speak. The 
director was taking a few days’ rest from 
his strenuous duties. 

Frederick A. Schnell, Peoria general 
agent Penn Mutual, introduced Mr. 
Parkinson. 

Insurance is being supervised by the 
states only because of public demand for 
that service, the official said. If na- 
tional (federal) supervision comes, he 
said, it will be because the people de- 
mand it. Nothing else could bring it. 
State supervision has the job of meas- 
uring up to requirements, and in this 
task the complete cooperation of peo- 
ple in the field will be very helpful. The 
department must act within the author- 
ity it has been given. Yet Director 
Jones is attempting to make Illinois one 
of the best supervised states in the 
country. 

N. B. Collins, president National Secur- 
ity Bank, Chicago, Illinois administrator 
of defense savings staff, explained the 
issues involving the sale of defense 
bonds, stating it was necessary to pay 
for the cost of national defense and 
these bonds offer a method by which this 
can be done in the form of an invest- 
ment that will return a substantial in- 
terest yield. _The people, he said, are 
being given the opportunity to invest 
rather than to have the government ap- 
ply an outright tax to cover the cost of 
defense, 


Pictures Coming Expenditures 

He said the country is spending about 
a billion monthly and probably will be 
spending 1% billions by the end of the 
year and possibly two billions by the 
end of 1942. The U. S. program is to 
raise two-thirds of the sum by taxation 
and the remainder through sale of de- 
fense bonds and stamps. <A secondary 
but important objective is to ward off 
inflation. This investment plan takes 
money out of circulation that otherwise 
would create a demand for consumer 
goods which cannot be produced in 
sufficient quantities due to defense man- 
ufacture. 

A. H. Kollenberg, Mutual Benefit, Grand 
Rapids, gave the talk which made a hit 


at the national assovtiation convention. 
Paul Speicher, R. & R., Indianapolis, 
closed with an address on the theme of 
field training. 

. E. Williamson, general agent 
Massachusetts Mutual Life, presided at 
the general agents and managers meet- 
ing the first afternoon. Paul Speicher 
and three assistants, Milton Elrod, legal 
editor; Alden C. Palmer, and Emil C. 
Rassman, conducted a forum on current 
management and sales. Mr. Elrod dis- 
caused the new U. S. revenue act in re- 
lation to life insurance. True clean- 
up fund now, he said, should include not 
only expenses of the last illness, includ- 
ing funeral, but also federal estate and 
state inheritance taxes payable; one, or 
even two years’ property taxes, and ad- 
ministration costs, which rarely run less 
than 10 per cent and may be much 
greater in smaller estates. Mr. Elrod 
said the act has created a great new 
field of prospects for life insurance in 
the middle income brackets. 


Talks on Agency Bulletins 


Mr. Rassman, who has had life com- 
pany experience, took up preparation of 
agency bulletins, which he said are an 
important link in the agency, binding all 
together and having great possibilities 
in ‘building up and maintaining agency 
morale. He urged the advantages of the 
“multilith’ process, which permits in- 
corporating pictures and sketches. Zinc 
priorities have made difficulty in secur- 
ing the necessary plates for this process. 
He spoke of a recent survey of about 
100 agency bulletins which showed 50 
per cent were 814x11 inches in size, 40 
percent, 814x14 (legal). About 75 per- 
cent were mimeographed, 8 per cent 
planographed, and the remainder used 
various processes. He said the cost with 
the multilith process for 200 is about 
9 cents each, but, a stock of bulletin 
sheets in blank except for heading hav- 
ing been run off, cost subsequently would 
come down to about 4% cents each. Mr. 
Rassman suggested a means of incor- 
porating agents’ pictures inexpensively 
in mimeographed bulletins. A supply of 
offset multilith pictures can be prepared, 
printed on gummed paper, and these 
clipped and pasted in spaces left blank 
for the purpose in the mimeographed 
bulletin. 

Mr. Palmer took up production prob- 
lems, especially relating to new men. 

(CONTINUED ON NEXT PAGE) 





Group of association leaders at Peoria, IIl., sales congress and state meeting: front 
row—J. A. Witherspoon, John Hancock Mutual, Nashville, president National Associa- 
tion of Life Underwriters A. E. McKeough, Occidental of California, Chicago, presi- 
dent Illinois association; F. Earle Cavette, Massachusetts Mutual, Peoria, president 
Peoria association; back row—J. M. Clark, John Hancock, Peoria, general chairman; 
J. D. Moynahan, Metropolitan, Chicago, president American Society of C. L. U.; L. O. 


Schriver, Aetna Life, Peoria, 
Equitable Society, Chicago, 


National association past president, and P. B. Hobbs, 
National. association trustee. 





Illinois Association 
Selects Chicago 


Adopts Caravan Plan 
to Carry Congress 
Program Downstate 


Two important decisions were ma 
at the semi-annual meeting of the Jj 
nois State Association of Life Und, 
writers held at Peoria. Chicago agai 
was selected for the annual meeting , 
be held sometime in April, and ¢ 
executive committee decided to initia 
a “caravan” plan to carry the prograg 
of the annual sales congress to oth 
sections of the state. 

An effort was made to get the anny 
meeting next spring for downstate [Ij 
nois, invitation being extended by He 
bert Elston from Quincy, backed }j 
Mayor Schneiderman and other busine 
men from that city who said they repr 
sented 24 civic groups of the section ij 
their offer. A lively discussion ensued 

L. M. Buckley, New England Mutu 
Chicago, past president Chicago associ. 
tion, extended the invitation from thy 
city backed by a telegram from th 
Association of Commerce there, \r 
Buckley argued Chicago offered the bes 
facilities for securing large attendance 
which approached 1,200 at the stat 
meeting last April. 


Pays Expenses at Chicago 


John L. Taylor, Mutual Life of Nes 
York, Springfield, also noted the over 
flow attendance at Chicago and raise 
the question whether the state meeting 
should be held downstate where it ha 
been difficult to avoid a deficit. The 
peat meeting was financially success. 
ul. 

Mr, Elston asked whether the dow 
state members were being treated quite 
fairly by not holding the annual meeting 
in their section, and pointed out the state 
association is anxious to build up down 
state representation. 

W. M. Houze, Chicago general agent 
John Hancock, past president Chicago 
association, said Chicago did not want 
to “hog” the proposition but was in best 
position to get noted speakers and it 
probably would be best for the state 
association to hold the meeting there 
Mr. Buckley withdrew a motion to select 
Chicago and the decision was passed to 
the executive committee which met the 
next day and unanimously picked Chi- 
cago. Only one member of the con- 
mittee is from that city, 

T. A. Lauer, Joliet, state secretary- 
treasurer, said in the discussion it was 
difficult to put on a meeting anywhere 
but in Chicago as the small associations 
have a history of losing money on the 
meeting and sales congress and most 
have been financial failures. He set- 
onded the Chicago invitation. 


Reports Membership Increase 


A highlight was the report of Earl M. 
Schwemm, Chicago manager Great-West 
Life as state membership chairmat, 
which noted 3,077 paid members of the 
state association, an increase from 2,99. 
The number of local associations ha 
been increased to 21 and three more aft 
in process of organization which may 
result in increasing the membership 
about. 200. i 

John Taylor reported for the legisla- 
tion committee no inimical legislation 
was passed in Illinois during the year 
and the association secured evefything 
it wanted from the legislature. | 
Axelson, Northwestern Mutual, Chicago 
past state president, active for many 
years in legislative work, was unable to 
attend for the first time in 15 years. 
P. B. Hobbs, chairman general agents 
and managers committee, reported, not- 
ing the certificates or cup awards offere 
by Sales Research Bureau for genera 
agents and managers division work this 
year. J, 
President A, E. McKeough, Occr 
dental Life, Chicago, reported on the 
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year’s activities and complimented Miss 
Helen C. Dwyer of Peoria, state and 
Peoria associations executive secretary, 
4s being most efficient. The state asso- 
cation will inaugurate a monthly bulletin 
Nov. 15, to be published in Miss Dwyer’s 


office. 
Witherspoon’s Comments 


; There is a big opportunity ahead for 
e life underwriters and they can make a 
great contribution to the people by help- 
ing in the defense bond sale and other- 
wise conducting themselves unselfishly, 
j, A. Witherspoon, National association 
president, declared in an informal talk 
at the banquet, which preceded the busi- 
ness meeting. He stressed there is 
strength in unity and unity in strength. 
The Illinois association with 21 locals 
is outstanding, he said. 

Mr. Witherspoon said there are many 
“screwy” laws being presented in Wash- 
ington and the National association has 
much to do in preserving the balance, 
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hess legislation. Mr, Witherspoon paid re- 
‘eal spects to such men as C. B. Stumes, 
yn a Penn Mutual, Chicago, and John Taylor, 
d Mend saying the underwriters owe a great debt 

wut to them for the service they have given 


rO associa. : b j 
SSO in legislative work for many years. 
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from thi Notables Are Introduced 

ith a F. Earle Cavette, Massachusetts Mu- 
vs. ‘YM@ tual, Peoria association president, pre- 
the “6 sided and presented Mr. Witherspoon, 


J. D. Moynahan, Metropolitan, Chicago, 
president American Society of C. L. U.: 

L. O. Schriver, Peoria general agent 

Aetna Life and past national president; 
: of Nev James Scott, president General Agents 
the ove- & Managers Division, Peoria; J. M. 
1d raised Clark, Peoria gerieral agent John Han- 
meeting cock, general congress chairman; State 
re it haf President McKeough, and Mr. Hobbs. 
it, The It is the plan to have the state cara- 
succes: van in the spring visit four or five cen- 

ters to which underwriters from large 
e down areas will be drawn. This is similar to 
ed quite the idea operated successfully in Cali- 
meeting fornia and some other states. It is be- 
the state lieved it will carry the program to the 
D down- outlying sections less expensively. 
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Ching f Witherspoon Is Headliner 


— at Peoria Sales Congress 
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; there I He said life insurance training should be 

o select considered in terms of. general education; 

ssed to a great many agents have not, and do 

net the not now have, a thorough grounding of 

d Chi knowledge in their business. Loss of 

2 COMl- sales and lapsation have resulted from 
their inability to tell their life insurance 

retary: story clearly, to show the people how 

it was sound and equitable the life policy 

where really is. 
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mos Considers Ariz. Company Case 


Eset Superior Judge Hall cf Pima County, 
Ariz., sitting at Tucson, now has under 
| Consideration the case of the Alianza 
Hispano-Americano, doing business in 
a! M. Arizona, its home state, Colorado and 
West California, 
= The allegations in the complaint made 
of = by the Arizona department were that the 
2,098. reserves were impaired approximately 
| has $35,000, and that continuance of business 
€ are Was hazardous to public and policyhold- 
a ers. The complaint also alleged that 
rship $351,000 of mortuary funds had been 
isla: — in payment of management and 
IS other general expenses since 1924. 
po csssistant Attorney - general Albert 
oad Por ba appeared at the trial for the 
“ ‘rizona department; Deputy Commis- 


: y ened D. R. Luckham for the California 
Conrtment, and Otto Fredericks for the 
Olorado insurance department as spe- 
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“ot | -fUesdell with Pacific Mutual 

we I; LOS ANGELES—R. M. Truesdell 
cra’ pe, been appointed general agent for 
this q acific Mutual Life in Pasadena. 


. the past 15 years Mr. Truesdell 
een associated with the Equitable 
ety in Pasadena and Sioux City, Ia. 
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Tough Going Ahead, 
Western & Southern 
Legion Is Told 


Close association between the West- 
ern & Southern home office and field or- 
ganization is largely responsible for the 
company’s success, according to Presi- 
dent C. F. Williams, who addressed the 
ninth annual gathering of the Western 
& Southern Legion, home office chapter 
at Cincinnati. The “Legion,” which has 
over 1,500 members, is the company’s 
symbol of loyalty and fidelity and con- 
sists of those having five or more years 
of service. 

Speaking informally on some of the 
current problems affecting life insurance, 
Mr, Williams pointed out that the vari- 
ous present and proposed taxes, includ- 
ing the proposed social security changes, 
now add up to a point where about 22 
percent of salaries would be taken for 
taxes. While many of the purposes of 
these taxes are worthy and necessary, 
he said, still a good many of them are 
superfluous and should be avoided. In 
this connection he urged that employes 
let their Congressmen hear from them. 

Current trends, including increased 
taxes and decreased interest earnings of 
life companies, are bound to make fur- 
ther rate increases and dividend reduc- 
tion necessary, President Williams con- 
tinued, pointing out that there is “tough 
going” ahead and stating that even the 
strongest companies will be lucky to get 
through in as fine financial condition as 
they are in today. 

Nearly 700 attended the banquet, at 
which President Williams presided, and 
which, like other Western & Southern 
gatherings, started exactly on time and 
proceeded according to fixed schedule. 
While no introductions of the company 
officers at the speakers’ table were made, 
messages were read from Tames R. Wil- 
liams, who was treasurer and who is 
now in army service as a lieutenant at 
Fort Hayes, and from Morse Johnson, 
director and son of the late Clyde P. 
Johnson, who is now in the navy. 

C. M. Williams, executive vice-presi- 
dent, presented Life Management Asso- 
ciation certificates to the employes who 
had completed the required work. Those 
who had achieved a higher Legion class 
in view of an additional five years of 
service were introduced by President 
Williams, who himself is grand marshal 
of the Legion by virtue of his 53 years 
of service, 





San Francisco Bond Drive 
Gets Under Way Next Week 
SAN FRANCISCO—Nearly 200 life 


underwriters who have volunteered to 
devote titme to selling the salary allot- 
ment plan for national defense savings 
bonds, will receive final instructions at a 
breakfast Nov. 5 when the special com- 
mittee of general agents and managers 
will formally launch a drive to place this 
plan in more than 1,400 firms. 

On Nov. 3 the group will receive a 
sales training course on the plan and 
the bonds. C. W. Peterson, John Han- 
cock Mutual Life; W. L. Hardy, West 
Coast Life, and V. T. Motschenbacher, 
Sun Life of Canada, will speak. 

About 40 general agents and man- 
agers met with representatives of the 
U. S. Treasury Department to complete 
final details. Nels J. Nelson, Reliance 
Life, chairman San Francisco campaign; 
Forrest J. Curry, Penn Mutual, com- 
mittee on volunteers; R. J. Shipley, 
Northwestern Mutual, chairman com- 
mittee to assign the prospect cards, and 
F. J. Van Stralen, Massachusetts Mu- 
tual, vice-chairman, spoke. D. A. Hamp- 
ton, Provident Mutual Life and president 
of the General Agents & Managers As- 
sociation, is chairman of the volunteers 
committee. The meeting was also ad- 
dressed by G. F. McKenna, Continental 
Assurance, president San Francisco Life 
Underwriters Association and northern 
California regional chairman for the 
bond campaign. 



























































































to more pocketbooks 
and sales... . 


Cal-Western's new "Paycheck Plan" Visual- 
izer is typical of the wealth of new sales 
material which is constantly being devel- 
oped, tested, and produced for Agents of 
this progressive Western company. An en- 
tirely new departure in the field of "story- 
and-picture" presentation, the "Paycheck 
Plan" enables the Agent to offer his pros- 
pect any one of 22 individual "packages" of 
protection. This new sales aid, like the Com- 
pany which developed it, is “in tune with the 
times""—truly, a "Master Key to More Pock- 
etbooks and Sales”! 
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Monthly Repayment 
Plan Hits Big Loans 


Not Popular with Com- 
panies But Borrowers 
Hold Strong Position 


Monthly amortization of mortgage 
loans, popularized in the residence field 
through the FHA, has gradually spread 
to commercial and apartment house 
loans made, by life companies, ranging 
as high as $200,000 in some cases. 
These loans are not popular with life 
company mortgage departments, since 
the lender would just as soon see the 
loan remain as large as is consistent 
with sound lending practice, with rea- 
sonable amounts of amortization. 

Monthly amortization brings the 
loans down quite rapidly and while life 
companies would prefer to have it 
otherwise the competitive situation is 
such that there is nothing they could 
do if they want the loan and borrowers 
insist upon this scheme. 

Another plan is the so called “split 
rate” loan where a specified rate of in- 
terest, say 5 percent applies at the 
start but with the proviso that when 
it has been paid down to a certain 
amount the rate will be 4%4 percent, for 
example. Some loans may have even 
more stages, for example 5 percent, 
then 4% percent and finally 4 percent 
after the principal has been paid down 
still further. 


Renew at Lower Rates 


The competitive situation in loans 
has been forcing companies to renew 
mortgages at lower rates of interest. 
This is also done in some other cases 
where the borrower has the option 
of paying off the loan before it matures. 
Ordinarily life companies avoid the lat- 
ter type of loan since they do not care 
to lose a good investment at a good 
rate just because the borrower unex- 
ectedly becomes able to pay off the 
loan before he had planned to. 

An ingenious proposal has recently 
come to the attention of mortgage men. 
It is described in an article in “Free- 
hold,” a monthly magazine published 
by the National Association of Real Es- 
tate Boards. The author, who origin- 
ated the scheme in its present form, 1S 
Howard E. Tuttle, vice-president of the 
Bishop Trust Company of Honolulu. 
Mr. Tuttle’s plan, designed mainly for 
residence mortgages is to provide for a 
rate of interest which drops by a speci- 
fied amount each year. For example, 
a 150-month loan would start out at 6 
percent but the second year would be 
only 5.8, diminishing by 0.2 percent 
each year so that the final rate would 
be 3.60 percent. 


Average Yield Is Good 


In spite of this low rate at the end 
the actual average interest return to 
the lending institution is slightly over 
5.2 percent because the lower rates ap- 
ply toward the end of the loan when 
the amount of principal has been sub- 
stantially reduced. 

One drawback which life company 
mortgage men see in the plan is that 
in order to get a reasonable average 
rate of return the initial rate must be 
somewhat higher than the going inter- 
est level. A starting rate of 6 percent 
would constitute an obstacle to the 
deal. Furthermore, a feature of the 
plan, as Mr. Tuttle has no hesitation 
in stating in his article, is that “the 
average earnings to the lender natur- 
ally would not be disclosed to the bor- 
rower.’ Apparently Mr. Tuttle feels 
that the plan would lose a good deal 
of its appeal if the borrower knew what 
he was actually paying. Obviously, from 
a public relations standpoint, both as 
regards its borrowers and its policy- 
holders, no life company could afford 
to engage in this type of concealment. 

One of the virtues of the plan, ac- 
cording to Mr. Tuttle, is that since pay- 
ments on principal are made _ each 
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Opposes Securities 


Act Amendment 


NEW YORK—The Commerce & 
Industry Association of New York 
City this week issued a strong state- 
ment condemning the proposed amend- 
ment of the securities exchange act of 
1934 which would have the effect, 
among others, of hampering the pur- 
chase by life companies of securities is- 
sued at private sale. Hearings are being 
held this week at Washington on the 
proposal. 

The association’s statement contends 
that while the bill offers certain desir- 
able technical improvements in the se- 
curities acts it also provides for a vast 
extension of the SEC’s powers. It 
would, the statement says, “close the 
doors to any _ significant corporate 
financing without SEC interference and 
control and has no justification other 
than the disingenuous assertion that the 
policyholders and stockholders of the 
purchasing institutions would somehow 
benefit through the filing of a volum- 
inous mass of information in the ar- 
chives of the SEC. The real purpose 
of the proposal is to impose burdens 
upon private placements equivalent to 
the excessive burdens now imposed 
upon public issues and to thus remove, 
for the benefit of the big underwriting 
houses, some of the advantages of a 
private sale over a public issue.” 

The Commerce & Industry Associa- 
tion, formerly the Merchants Associa- 
tion, corresponds to the chamber of 
commierce in other cities. 


Navy Officer Is Speaker 

The San Francisco C. L. U. heard an 
interesting discussion of present-day war 
conditions, the situation in the Pacific 
and government activity from Rear 
Admiral H. W. Osterhau, United States 
navy, now stationed on Treasure Island, 
San Francisco Bay. He was presented 
by Capt. H. N. Lyons, Fidelity Mutual 
Life, former navy officer and now in 
the naval reserve. 











month, the constantly decreasing in- 
terest rate keeps pace with the lessen- 
ing amount at risk. While this is theo- 
retically true lending institutions work 
on the law of averages as far as the 
risk is concerned. They consider the 
entire period over which the money is 
loaned rather than each year as a sep- 
arate risk. 





H. Lee Minton, manager of Travelers 
in Milwaukee, is general chairman of the 
1941 Y. M. C. A. membership drive Oct. 
27 to Nov. 3. 


Chicago Move for 
Aetna Life Group 


The Aetna Life affiliated companies in 
Chicago will move into new quarters at 
120 South La Salle Nov. 8. The formal 
opening will be held Nov. 12, and 10,000 
announcements and invitations are being 
sent out. A number from the home 
office will attend. 

This will be the first time that Aetna 
companies in Chicago have had a com- 
mon location. The casualty, fire and 
marine companies will occupy the entire 
15th floor. ‘he Rockwood S. Edwards 
general agency of Aetna Life will have 
three-fourths of the 16th floor for the 
life and group departments. 

In the new location will be Aetna 
Life, Aetna Casualty & Surety, with 
George Tramel, manager; Automobile 
and Standard Fire. 

Aetna ‘Casualty has occupied quarters 
on the sixth floor of the Insurance Ex- 
change for 30 years. Mr. Tramel opened 
the office as manager at that time. The 
Rockwood S. Edwards agency has been 
at 1 North La Salle. 

F. H. Doyle, superintendent for all 
the companies except life, has been han- 
dling details of the new lease. The 
new quarters contain approximately 
40,000 square feet, an increase in space. 





Slight Improvement in 
Mortality Recorded in 1941 


Mortality rate from all causes per 
1,000 population for the first half of 
1941 was slightly lower than the corre- 
sponding rate for the two previous years, 
being 11.1 compared with 11.3 in both 
1939 and 1940, according to preliminary 
data compiled by the United States 
Public Health Service. In the first six 
months the death rate was lower than 
last year for four of the months as a 
result of improvement in mortality for 
pneumonia, certain chronic diseases of 
late adult life, cerebral hemorrhage, 
heart disorders and nephritis. In addi- 
tion, there were decreases in the mor- 
tality rate of diphtheria, scarlet fever 
and diseases of the digestive system. 

Widespread outbreaks of influenza and 
measles marked the first six months with 
influenza 20 percent higher and measles’ 
six times as high. Mortality from can- 
cer and tuberculosis showed very slight 
increases, and the diabetes rate was about 
the same. The increase in accidental 
deaths which was recorded in 1940 con- 
tinued throughout the first six months, 
being 4 percent higher. Fatal automo- 
bile accidents showed an 18 percent in- 
crease. 
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Coffin and Piper 
Honored at Dinner: 
Sales Record Set 


Vincent B. Coffin, vice-president and 
superintendent of agencies Connecticy 
Mutual, and Dr. Charles B. Piper 
medical director, were honored jy 
home office associates and representy. 
tives of the field force at a banquet jy 
Hartford in honor of their 10th SETVice 
anniversaries. 

The field force celebrated the join 
anniversaries in a September prody. 
tion drive with the theme “Balance 
Program of Action.” Mr. Coffin ha 
consistently stressed balance in sal 
work and Dr. Piper has followed this 
same principle in underwriting. In th 
drive, each field man set out to do aj 
the basic things necessary for succey 
in life underwriting, such as making 
adequate calls, securing new prospects 
making appointments for interviews 
putting in a full day’s work in the field 
using direct mail, making service cal 
keeping careful records, and laying 
plans for the next day’s work well in 
advance, etc. Production of new bus. 
ness was Outstanding as might be ¢. 
pected when so much basic sales actiy. 
ity is performed. Not only was grouni 
work laid for good future results, byt 
the immediate result was the greatest 
September in Connecticut Mutual’s his. 
tory, with $9,285,131 of new life pro. 
tection being put on the books, a 16! 
percent increase. 

Six agents who achieved the best rec. 
ords represented their 800 field associ- 
ates at the banquet and presented to 
Mr. Coffin and Dr. Piper a scroll, bear. 
ing the names of all agents who con- 
tributed outstandingly to the success of 
the celebration. The six representa. 
tives, each of whom spoke at the ban- 
guet, are: R. S. Caulkins, ‘Cleveland: 
H. M. McCord, Dallas; R. A. Holdt, 
Huntington; Russell Perry, Memphis; 
C.. P. Williams, Portland, Ore., and 
M. P. Watkins, Jr., Richmond. 

Toastmaster at the banquet was 
George F. B. Smith, assistant vice- 
president. Talks were given by Presi- 
dent James Lee Loomis and Claude 
Fisher of Des Moines, dean of Cer- 
necticut Mutual general agents, who 
spoke in behalf of the general agents. 
Dr. Henry B. Rollins, associate medi- 
cal director, presented to Mr. Coffin 
and Dr. Piper silver trays, on behalf of 
their associates. 


Calif. Agents Active in 
Defense Bond Campaign 


LOS ANGELES—Life agents will 
contact all employers in Southern Cali- 
fornia who employ 100 men or more, in 
the campaign to sell defense bonds and 
stamps. The work will be supervised 
by Kellogg Van Winkle, who has been 
named state administrator for the plan. 
At a meeting of the Life Managers Ass0- 
ciation here the activity was initiated. 

Harold Saul, president California As- 
sociation of Life Underwriters, told of 
plans outside Los Angeles, and C. L. 
Cleeton, Occidental Life, president of 
the Los Angeles association, outlined 
how the agents will be selected to con- 
tact employers. George H. Page, 
California-Western States Life, chairman 
for Los Angeles defense bond _ sales, 
named a committee of ten key men t0 
help handle the contact work, 

Representatives of the Long Beach, 
Orange County, Santa Monica, Orange 
Belt, San Diego associations were pres- 
ent and took part. 

Active contact will start Nov. 4, with 
a kickoff breakfast in Los Angeles and 
the other cities where agents organiza- 
tions are helping on the job. 


A new booklet. “You Too May Have 
An Estate,” by G. W. Fitch, has been 
published by the Pamphlet Press, 
Madison, Wis., presenting the advat- 
tage of life insurance. as the soundest 
and most satisfactory of all estates. 
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Volume of Pension 
Insts Beginning 
Cause Concern 


Policies Call for Long- 
Term Prophecies on 
Interest and Mortality 





NEW YORK—The volume of pen- 
sion trust business is growing to the 
point where some companies are won- 
dering whether it is time to put on the 
brakes. Even though some of these 
pension trust cases contain substantial 
life insurance benefits they are mainly 
annual premium retirement annuities. 
Since these policies are usually on men 
of substantial means in the company 
taking the insurance these cases fre- 
quently run to large amounts. 


Interest Rate Guarantee 


Reasons for misgiving about the ad- 
visability of continuing to load up with 
these contracts is that to a greater ex- 
tent than almost any other type of pol- 
icy the company must get out on a limb 
as regards guaranteeing interest rates 
in the distant future. Those who feel 
that it is time to discourage the large- 
scale writing of pension trusts point out 
that the company is obligating itself to 
earn the guaranteed rate of interest not 
only until retirement age but probably 
for years after that, since the assured 
will presumably take the annuity 
option. 


Mortality May Improve 


Another consideration which these 
officials point to is the improved mor- 
tality and the possibility of still further 
important improvements in the future, 
which they assert makes it extremely 
difficult to say what is the proper price 
for an annuity which may not begin 
until 30, 35, or 40 years from now. 
With the uncertainty as to the future 
of interest rates some feel that the 
companies are in the position of a de- 
partment store that offers a “loss 
leader” in order to attract people into 
the store, with the important distinc- 
tion, however, that the department 
store’s contemplated loss is relatively 
trifling and can be quickly checked if 
found to be costing more than the 
profit on the new business it brings in. 

Concern over the pension trust vol- 
ume is not only felt among actuaries. 
Agency officers as well are viewing the 
problem as an imminent one about 
which something should be done. 





Sales Journal Tells How 
Metropolitan Picks Agents 


NEW YORK—Metropolitan  Life’s 
selection plan for new agents, which 
the company has been developing for 
the last nine years, is described in a 
recent article in “Sales Management” 
based on an interview with Thomas M. 
Stokes, staff supervisor in the Metro- 
Politan’s field training division. 

The article quotes the Metropolitan 
as follows on the results of the plan: 

There is no assurance that the se- 
lection procedure will result in better 
qualified applicants in every case but 
it should improve the quality of the 
sales force in the course of time.” The 
article also quotes the following state- 
ment from the Metropolitan’s man- 
agers manual: 

f every manager used these aids 
and eliminated at the start those ap- 
Plicants with low scores and appointed 
only those with high scores we would 
obtain for the company as a whole a 
considerably better type of new agent.” 





Cleaves Home Life 
Underwriting Head 


Home Life of New York has ap- 

pointed Marshall L. Cleaves head of the 
underwriting de- 
partment to  suc- 
ceed Leigh Cruess, 
now of Mutual 
Life. 
. Mr. Cleaves, 
who is 36 years 
old, thus becomes 
one of the young- 
est officials ever to 
head the under- 
writing depart- 
ment of a leading 
American life com- 
pany. His title is 
underwriting sec- 
retary. He is a 
graduate from Dartmouth College in 
1927 and for two years taught in the 
Coburn School, Miami Beach, Fla. He 
started with Home Life as a clerk in 
the underwriting department in 1929 
and seven years later was promoted to 
underwriting supervisor. In 1940 he 
was appointed assistant secretary. 





M. L. Cleaves 





Penn Mutual Session for 
Policyholders in New 
Orleans Highly Successful 


While President John A. Stevenson 
of Penn Mutual Life was in New Or- 
leans holding a regional conference, 
General Agent Dorion Fleming ar- 
ranged a policyholders’ meeting, invit- 
ing all Penn Mutual policyholders in 
New Orleans and vicinity to meet the 
president and to hear him give a brief 
talk about the company. 

The talk which was given by Mr. 
Stevenson to the 130 policyholders who 
attended was a condensed presentation 
of the same report which he had orig- 
inally presented to the company’s trus- 
tees, later to the general agents, and 
later to the agents and their wives at 
the regional meetings. It was a frank 
analysis of the company’s management 
and progress. 

Mr. Stevenson also discussed the part 
life insurance could play in siphoning 
off money which otherwise would be 
spent for consumer goods, thus help- 
ing to prevent inflation. 

The oldest policyholder present was 
in his 90th year. Two had policies 49 
years old. .The youngest policyholders 
present were Peggy Mason Fleming, 
age 8, and Dorion Fleming, Jr., 12, 
daughter and son of the general agent. 

Invitations were mailed out on 
printed cards with return card enclosed. 
Forty-two percent of the acknowledg- 
ments received contained added com- 
ment of appreciation, and when declin- 
ing, explained the reason for inability 
to accept. 

The meeting was cordially received 
and commented on by the newspapers. 





Bay State Well Organized 
for Defense Bond Sales 


BOSTON—Charles J. Diman, vice 
president John Hancock, Mutual Life, 
chairman of the insurance division of the 
Massachusetts defense savings commit- 
tee, reported rapid progress in establish- 
ing payroll allotment plans in the various 
branches of insurance in Massachusetts 
for the purchase of defense savings bonds 
at a meeting of the committee. 

R. A. Sullivan, reporting for the Mas- 
sachusetts Association of Insurance 
Agents, said the state had been divided 
into 19 regions, with the four officers 
and 15 regional vice-presidents respon- 
sible for the response from agents in 
those territories. 

Maynard E. Keiser, president Massa- 
chusetts Association of Life Under- 
writers, and R. C. Baker, executive vice- 
president Mutual Fire Insurance 
Association of New England, also re- 
ported full mobilization of their respective 
organizations. 
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“Cost Accounting” 
Plan Is Studied 


Agents of the Broaddus office of 
Guardian Life in Chicago, since a test 
of a “cost accounting” plan was started 
a week ago, have almost doubled the 
value of their interviews, L. S. Broad- 
dus, manager, declared in a symposium 
at a luncheon meeting of the General 
Agents & Managers Division of Chi- 
cago. The symposium, under direction 
of P. B. Hobbs, Equitable Society, 
dealt with the forum on agency morale 
and motivation at the general agents 
and managers section meeting in Cin- 
cinnati during the convention of the 
National Association of Life Under- 
writers. Mr. Broaddus at that meet- 
jng presented an engrossing paper on 
agency costs, a subject which is being 
carried on in studies by the Sales Re- 
search Bureau and “Diamond Life 
Bulletins.” His theme was that every 
piece of business has a definite “manu- 
facturing” cost, just as a product in 
industry, and unless the agent is real- 
izing this cost in commissions he is 
losing money. 

He cited an average agent making 
one sale in 10 interviews, 30 interviews 
a month out of 90 calls; writing $108,- 
000 a year, with average commission 
$11 per thousand, and value of each 
call $1.10. Each call actually costs 
him $1.65 to make, Mr. Broaddus said, 
each interview costs $5, although worth 
only $3, and each policyholder is worth 
only $33, though costing him $50. Sucha 
man, Mr. Broaddus said, needs 4% 
sales instead of 3 to come out on top; 
an average commission of $17 instead 
of $11 and 45 instead of 30 interviews 
per month. The survey, he _ noted, 
shows every man needs a larger num- 
ber of sales unless he is an unusual 
salesman. 


Much Interest Evidenced 


Since Mr. Broaddus gave the talk at 
Cincinnati he has received about “100 
letters from general agents and life 
companies expressing keen interest in 
the subject. 

He said his agents now know their 
cost of producing business and what 
they have to do to make their selling 
profitable. They have to increase their 
sales ratio and commission per thou- 
sand. 

If an agent is just breaking even on 
his financing, Mr. Broaddus concluded, 
he will eventually show a loss, for he 
meeds a 20 percent margin over first 
year cost. 

W. V. Woody, Equitable Society 
agency manager, discussed the seminar 
on building agents’ morale by agency 
service. Mr. Woody treated of pres- 
tige building at Cincinnati. G. T. Ver- 
million, Mutual Life of N. Y. manager, 
took up the seminar on agency serv- 
ice and interest as a morale builder. 
George Huth, Provident Mutual, dis- 
cussed defense bond sales. J. H. Bren- 
nan, Fidelity Mutual, division chair- 
man, presided. 

Guests included Richard Empie, field 
training department John Hancock; C. 
E. Butler, Fidelity Mutual; Bruce Wal- 
lace, Equitable Society, Philadelphia; 
Earl S. Kinsley, general agent National 
of Vermont, Rutland, Vt., and W.. L. 
Gottschall, director of agencies Equit- 
able Society, Chicago. 

At the next meeting, Dec. 3, Robert 
Spindell and Paul F. Millette, of Spin- 
dell & Millette Service, will discuss new 
federal taxation and its relation to life 
insurance. 





Something of a record in community 
service is being made by G. W. Patter- 
son, general agent Pacific Mutual Life 
in Charlotte, N. C. He is a director of 
the community chest and chairman of 
its budget committee, vice-chairman 
board of stewards of the First Meth- 
odist Church and a director of the Y. M. 
C. A., and is active on the finance com- 
mittees of both the latter. He is also 
treasurer for the Boys Club and the 
Civitan Club. 





Jottings at Congress and 
State Confab in Peoria 





The Chicago special to the Peoria, 
Ill, sales congress and state meeting 
bore President Witherspoon of the Na- 
tional association; John D. Moynahan, 
Metropolitan, president American So- 
clety, OF 36.1. U,- M. Houze, John 
Hancock, immediate past president, and 
Joy M. Luidens, secretary Chicago as- 
sociation; L. M. Buckley, New Eng- 
land Mutual, past president Chicago as- 
sociation; Alan E. McKeough, Occi- 
dental of California, state president and 
past president Chicago association; P. 

Hobbs, Equitable Society, agency 
manager and National association trus- 
tee; R. . Reno, agency manager 
Equitable Society; Earl M. Schwemm, 
manager Great-West Life. All but Mr. 
Witherspoon are Chicagoans. 

There was a real aggregation of as- 
sociation officialdom, past and present, 
in attendance. In addition to President 
Witherspoon, Lester O. Schriver, Pe- 
oria general agent Aetna Life, past na- 
tional president, attended and spoke. F. 
P. Beiriger, Rockford, past state presi- 
dent, was in evidence, and B. J. Stumm, 
Aurora, also past president. State offi- 
cers attending included T. A. Lauer, 
Northwestern Mutual, Joliet, secretary, 
and F. A. Schnell, Peoria, first vice- 
president. 

Many company luncheons were held for 
agents attending the Peoria, IIl., sales 
congress. Among these were Aetna Life, 
Alliance Life, Bankers Life, Connecticut 
Mutual, Continental Assurance, Federal 
Life, John Hancock, Massachusetts Mu- 
tual, Metropolitan, Mutual Benefit, North- 
western Mutual, Prudential and Penn 
Mutual. 

The State Farm companies also held a 
dinner the first night, attended by 40 
representatives and a number of officials. 
Among these were N. Eric Bell, state di- 
rector; A. W. Tompkins, agency vice- 
president; N. A. Loar, special agent, 
Peoria; R. L. Danielson, Chicago, assist- 
ant state director, and Robert Wilson, 
registrar. 

B. J. Stumm, Aurora general agent of 
Northwestern Mutual, held his annual 
agency meeting, which was attended by 
John Jamison, agency organizer, and 
Ralph Emerson, assistant director of 
agencies. About 125 agents attended. 

Alliance Life had 19 men present, in- 
cluding B. T. Kamins, agency director, 
Chicago; E. G. Atkinson, agency secre- 
tary; G. T. Delahunty, claim manager, 
and from the Peoria office were F. J. 
Bohl, advertising manager, and W. F. 
Weisbruck, assistant secretary, and A. E, 
Streitmatter, head of the investment de- 
partment. 

A style show and luncheon were en- 
tertainment features for visiting ladies. 

The Frederick A. Schnell general 
agency of Penn Mutual in Peoria held a 
luncheon for its agents attending the 
sales congress, about 20 being present. 
From the Franklin Life home office 
there were Karl B. Korrady, vice-presi- 
dent; Paul Becker, agency secretary, and 
Russell Frederickson, assistant actuary. 
Federal Life was well represented 
from many points in the state, led by 
George Barmore, vice-president and su- 
perintendent of agencies. Three Chicago 
managers were present, F.D.G. Walker 
and A. E. Beeming, of Beeming & Walker, 
“loop” managers, and Manager Louis 
Baxter. F. T. Bockemuehl, Illinois su- 
pervisor, attended, and also Managers R. 
A. Adams, Chatsworth; Morris Kahn, 
Springfield; George Meier, Peoria, and E. 
H. Sornberger, LaSalle, and 10 agents. 





Boston Cashiers Organize 


BOSTON—The Life Insurance Cash- 
iers Association of Boston was organ- 
ized at a dinner meeting. Officers are 
David K. Hood, Equitable Society, 
president; Harold W. Chader, Connecti- 
cut Mutual, vice-president; Dorothy C. 
Allen, Connecticut General, secretary; 
and E. Searle Mitchell, Provident Mu- 
tual, treasurer. The officers and the 
following make up the executive com- 
mittee: Lewis W. Evard, New England 
Mutual; J. Stewart Buchanan, Sun Life, 
and William Sheridan, John Hancock 
Mutual. The organization plans to meet 
once each month and its next meeting 
will be Nov. 13. 


Equitable to Refrain from 
Competitive Securities 
Bidding on Large Issues 


NEW YORK—Equitable Society has 
decided that it will no longer enter com- 
petitive bids for security issues, either 
directly or indirectly, where the issue 
runs more than $5,000,000. Consideration 
for the investment needs of smaller com- 
panies and other institutional investors 
and a belief in the necessity of the pres- 
ent investment banking structure for the 
sake of the future capital needs of the 
nation are understood to have been fac- 
tors in prompting this decision. 

No life company was among the bid- 
ders for the sale this week of $38,000,000 
Central Illinois Public Service bonds, 
leading some financial editors to wonder 
whether the major life companies had 
come to an agreement not to bid. So 
far as could be determined there has 
been no such decision. 


New Family Hospital Plan 


St. Louis Mutual Life has announced 
a new family hospitalization policy plan, 
under which the insured may select any 
hospital or sanitarium. Both accident 
and sickness are covered, up to 60 days’ 
hospitalization, . 


Companies Apprehensive 
of Effect of Fulmar Bill 


WASHINGTON—Life companies gy, 
considerably concerned about the fa, 
of the Fulmar bill on which hearings a, 
being held this week, for the measyp 
would so greatly increase the compet. 
tive advantage of governmental {, 
lending agencies that it would be almog 
impossible for life companies to con- 
tinue investing in farm mortgages, 

The bill is backed by the tarm cred 
administration. Among other modifica. 
tions of the existing laws on farm mort. 
gages, the Fulmar bill would continy 
the present low interest rate of 3% per. 
cent which is payable on loans from the 
Federal Farm Mortage Corporation and 
the federal land banks until July 1, 1949, 
After that date the rate would vary be. 
tween a minimum of 3 percent and, 
maximum of 4 percent depending 
the interest rate at which the govern. 
ment could obtain money on bonds to 
finance these activities. 





G. C. Lynch, vice-president, and Ei 
Mason, new western territory manager 
National Life & Accident, are making , 
tour of the western territory. They 
visited the two San Antonio, Tex., agen. 
cies last week. 





Plan. 








TRAINED—FOR REAL ACTION 


Training is a keynote in GUARANTEE 
MUTUAL’S “Builders of Men” agency plan. Many 
of our most successful general agents and field repre- 
sentatives got their start in our two-week intensive 
Home Office schools. As a result, they have gone into 
the field better prepared to earn a better living under 
our liberal contract, and to provide for their retire- 
ment by means of our unique Income Continuance 


For details, write A. B. Orson, 
Agency Vice President 


GUARANTEE MUTUAL LIFE CO. 
OMAHA, NEBRASKA 
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Farm Sales Reach 
New Peak in Iowa 


DES MOINES—Insurance companies 

) and other large corporate land owners 

are expected to take advantage of re- 

© cent advances in farm land values de- 

) spite efforts of federal farm officials to 

apply the brakes to an anticipated land 
» boom. P 

Washington officials are reported to 

© be worried over fears of another land 

boom similar to that in the first world 


ee a 


' war and department of agriculture heads 


have warned farmer borrowers and farm 
credit agencies that unless sales are 
curbed the present favorable situation 
might get out of control with disastrous 


results. 


In Iowa, so far this year, land sales 


© have already reached a record-breaking 
| peak and a continuation of the heavy 
© sales is expected through the remain- 
' ing months. 


Prices Just Beginning to Boom 


Actually prices of the farm lands have 
not boomed along with the record sales 
until recently and still are far out of 
proportion in ratio to increases in farm 
income. 

Whether the insurance companies will 
push the farm holdings or merely sell 
to meet the buyer’s demand has not been 
determined, but the demand is almost 
certainly to cause a large turnover in 
itself. It can also be expected that the 
companies will attempt to move a large 
portion of farms they have been holding 
for a long time awaiting a fair return 
for their investments. 

Indications of the record sales so far 
in Iowa is disclosed in reports from 
three insurance companies. Equitable 
Society has sold 315 farms for a total 
of $4,329,456 from Jan. 1 to Aug. 31, 
representing 45,801 acres, an average 
price of $94.53 an acre. 

Equitable Life of Iowa has sold 185 
farms for a total of $2,275,000 or an 
average of $83 an acre, while Bankers 
Life of Des Moines has sold 99 farms 
for $1,222,651. In addition the Iowa 
defense relocation corporation is com- 
pleting purchase of 4,690 acres from the 
Metropolitan Life and 4,598 acres from 
the Bankers Life for land to be used for 
the relocation of farm families dislocated 
by the defense program. 


Witherspoon Tells Buffalo 
Group of Broad Objectives 


BUFFALO—The National Association 
of Life Underwriters is bending every 
effort to assist the government in the 
present emergency by promoting the 
sale of defense bonds and performing 
other tasks, John A. Witherspoon, as- 
sociation president, declared at a lunch- 
eon meeting of the Buffalo Life Under- 
writers Association. More than 400 at- 
tended. 


Long Range Program 

The National association is considering 
a “long-range program, rather than 
catch phrases,” he said. “We expect 
criticism this year because we will be 
active. We will continue to fight legis- 
lative problems in Washington. We will 
be constantly on the watch against legis- 
lation which may harm our interests.” 

Mr. Witherspoon said life agents 
should be under the old age provisions 
of the Social Security Act. Thirty ma- 
Jor companies now have their own pri- 
vate pension plans for field forces. All 
companies should do this. 

A, R. Maynard, president of the Buf- 
falo Life Underwriters Association, pre- 
sided. W. B. Smith, president New York 
association; T. C. Snow, president Buf- 
talo Life Managers Association, and M. 
L. Brizdle, president of the Buffalo 
Chartered Life Underwriters, were in- 
troduced. 

C. L. U. diplomas were awarded five 
Buffalo agents by Mr. Brizdle. Mr. 
Witherspoon was honored at a breakfast 
given by the Buffalo managers. 





Mistake in Fact, Dispute 
Over Policy Proceeds Are 
Settled in Two Illinois Cases 


Several interesting Illinois life insur- 
ance cases were outlined before a meet- 
ing of the Chicago Life Insurance Law- 
yers Club by H. B. Goldstein, Chicago 
attorney. 

In the case of Boyd vs. Aetna Life, 
the beneficiary brought suit to recover 
accrued disability benefits on the face 
of the policy. The beneficiary and in- 
sured had been separated for several 
years, the wife having possession of 
the policy and keeping up the pre- 
miums. In 1938 she became financially 
embarrassed and decided to cash in the 
policy, There was a loan on the policy 
of more than $1,000, so she received 
only $4.19 in cash. 

The policy provided for disability 
benefits of $50 a month during the life 
of assured, beginning six months after 
the beginning of such permanent dis- 
ability together with abatement of the 
premiums and $5,000 in the event of 
death. Shortly after the beneficiary 
cashed the policy, she learned that her 
husband had been totally and perma- 
nently disabled for more than six 
months before she surrendered the pol- 
icy. Neither she nor the company 
knew of his physical condition at the 
time the policy was surrendered. 


Court Holds for Plaintiff 


Insured did not recover from his dis- 
ability and died April 8, 1939. Claim 
was then made by the beneficiary for 
the accrued disability and death benefit. 
The company declined payment. In the 
lower court the company filed a mo- 
tion to dismiss, which was sustained. 
However, the appellate court reversed 
and remanded the case with directions. 
The court then held for the plaintiff 
on the grounds the cancellation of the 
policy was purely a mistake in fact. 

An unusual case was that of Kal- 
schinsky vs. Illinois Bankers Life. The 
company paid $2,000 into court in the 
nature of an interpleader because both 
daughter and son of the deceased 
claimed the proceeds of the benefit 
certificate. The daughter was named 
beneficiary in the certificate in 1926 as 
security for a loan of $1,000 to her 
father. Later the father made a writ- 
ten waiver of lost policy and asked that 
a new one be issued, and in this cer- 
tificate named his son as_ beneficiary. 

The lower court entered judgment 
for the son and the daughter appealed. 
The appellate court reversed the judg- 
ment and remanded with directions to 
enter judgment in favor of the daugh- 
ter. The appellate court held in effect 
that where the evidence showed that 
the daughter loaned a.sum of money 
and that the father delivered to her a 
fraternal benefit certificate naming her 
as a beneficiary: as security for the 
loan, the daughter had a vested inter- 
est. The father had no.right to change 
the beneficiary without the consent of 
the daughter so long as the loan was 
not paid. 


Five Former N.A.L.U. Heads 


Now Company Executives 


With the election of Julian S. Myrick 
as vice-president of Mutual Life, there 
are now five former presidents of the 
National Association of Life Under- 
writers in the ranks of company execu- 
tives. The others are A. E. Patterson, 
also. vice-president of Mutual Life; 
Frank L. Jones, ' vice-president of 
Equitable Society; Paul F. Clark, vice- 
president of John Hancock, and S. T. 
Whatley, vice-president of Aetna Life. 








Greensboro, N. C., life companies are 
well represented in this year’s local Red 
Cross drive. W. L. Jessup, manager of 
sales promotion and advertising of Pilot 
Life, is heading the publicity, while 
Karl Ljung, superintendent of agencies 
Jefferson Standard Life, has charge of 
all radio publicity. 














Fix the Responsibility 


Frequently, a man waits so long to apply 
for life insurance that he finds, to his amaze- 
ment—and grief—that he is no longer eli- 
gible for it, due to physical defect or other 
reason. 


Sometimes such a one is not entirely 
at fault for the situation which leaves 


his dependents unprotected. 


More persistency and concern on the 
part of the agent might have per- 


suaded him. 


When a prospect hesitates remember the 


beneficiary. 
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Mary Gets Reply 
to Her Request 
for Free Sample 





Humanizing the business is the main 
objective of public relations. Instead 
of disregarding the penciled penny post 
card inquiry of a Crossville, Tenn., 
school girl who sought “a free sample 
of what you manufacture,” Bart Leiper, 
manager advertising and sales promo- 
tion Provident Life & Accident, took 
the trouble of writing her a letter which 
follows: . 

Dear Mary: 

When your request reached us, we 
were naturally inclined to answer re- 
gretfully that we do not manufacture 
anything and for that reason are not 
able to carry out your wishes. But 
then, on second thought, we felt you 
would like to know what sort of a 
company we are, since we don’t make 
any products. 

Perhaps it would not be fair to say 
that we “manufacture” anything; yet 
we do feel that we are helping to make 
an intangible product which might be 
called “peace of mind and freedom from 
worry.” 

When your father goes down to his 
work every day, you naturally expect 
him to come back home that evening 
in good health and without injury.’ But 
we all know that many men—and 
women and children, too—are being 
stricken every day by serious illnesses, 
by accidents, many of them fatal or 
forcing them to go to the hospital. You 


do not have to be told that it takes. 
money to live and to bring up a fam-. 


ily, or that sickness and accidents and 
trips to the hospital make heavy extra 
expenses added to usual living’ costs. 
Where will that additional money come 
from? 

* * x 

That is just where we fit in. When 
men and women buy our insurance 
policies, they pay moderate sums for 
this protection so that we can guaran- 
tee to pay for those extra expenses 
during sickness and in times of acci- 
dent or trips to the hospital, should 
misfortune overtake them. And, in case 
of death of the breadwinners, we are 
able to pay to their families an income 
that may last for several years or even 
for the life of the mother, so she can 
bring up her family without having to 
break up the home while she looks for 
outside work. 

So you see, Mary, while we do not 
manufacture a product that you can 
handle or use as you do an automobile 
or some furniture for the home, we are 
really making something that our citi- 
zens prize very highly, because for the 
great majority of people in moderate 
circumstances, it is the only way they 
can provide in advance for such emer- 
gencies that are happening every day 
all around us. 

Don’t you think that insurance is a 
very worth while help to our people? 





Test Effective Date of 
Michigan Legislation 
A friendly action has been instituted 
by United of Chicago to determine the 
effective date of legislation in Michigan 
under which United could become li- 
censed in the state. The decision in this 
case will also determine the effective 
date of about 50 other measures that 
were enacted by last legislature. The 
regulations provide that legislation be- 
comes effective 90 days after adjourn- 
ment of the legislature which would be 
Jan. 10, but about 50 of the bills that 
were passed contained the provision that 
they be immediately effective. The 
question is whether the legislature is 
privileged to amend its rules to make 
legislation immediately effective. 

United brought mandamus action in 
the Michigan supreme court. Commis- 
sioner Berry of Michigan refused to li- 
cense United solely because of the “im- 





N. Y. Agents Not 
Under Job Cover 


NEW YORK—The state unemploy- 
ment insurance appeal board has ruled 
that insurance agents, with the exception 
of industrial life agents are not employes 
under the employment insurance law and 
are not entitled to unemployment bene- 
fits. Decisions cover cases involving 19 
of the major fire and life companies. 
The board reversed a previous finding of 
the state labor department’s division of 
placement and unemployment insurance, 
which had held that agents are employes 
within the meaning of the law. 

Industrial agents, the only type not 
covered by the appeal board’s decisions, 
have been repeatedly held to be employes 
and eligible for protection but an appeal 
from this ruling is awaiting argument 
before the appellate division. 

Gives Basis of Distinction 

The appeal board’s decision held in 
part: “Although we find present in some 
degree many of the elements which 
would appear to point to the employer- 
employe relationship we feel constrained 
to distinguish this case from those in- 
volving commission salesmen and other 
solicitors in other field: of endeavor. 
The business of life insurance is, in a 
sense, clothed with public interest.” 

The board also observed that the fed- 
eral government had ruled that life- 
agents are not employes under the social 
security act and that recently they had 
been specifically excluded from protec- 
tion by an act of Congress, while in 
almost every state, agents had been held 
ineligible for unemployment insurance 
benefits. 








mediate effect” question. 

United is interested in two new laws. 
One permits a foreign company that has 
powers in its home state exceeding those 
which it may exercise under the Mich- 
igan laws to operate in Michigan by en- 
tering upon an agreement to confine its 
Michigan operations to the limitations 
of that state. The other law is one that 
permits an insurer in Michigan to trans- 
act both a life and an industrial health 
and accident business in Michigan with 
a capitalization of $225,000. 

In its home state, United is permitted 
to transact life and all types of acci- 
dent and health business, including com- 
mercial. United in Michigan would 
agree to confine its accident and health 
writings to the industrial plan. 

Until the last session of the legis- 
lature, a company to do both accident 
and health and life business in Michi- 
gan was required to have capital of $300,- 
000. A company could do a life only 
business with $200,000 capital and a 
company could do an industrial accident 
and health business only with $25,000 
capital. Hence, the legislature was will- 
ing to amend the law to provide that a 
company could do life and industrial 
accident and health with capital of $225,- 
000. United recently increased its capi- 
tal from $200,000 to $225,000 prepara- 
tory to entering Michigan. United 
operated in Michigan several years when 
its capital was $300,000, but withdrew 
from the state when it reduced its 
capital. 

Instead of adjourning at the end of 
the active session last July, the legis- 
lature recessed for 90 days, thus sus- 
pending for that period the effective date 
of some 260 acts which had been passed 
without immediate effect clauses. The 
lawmakers finally adjourned Oct. 10 but 
the 90-day period operates for non-im- 
mediate-effect acts, making their effective 
date Jan. 10. In an effort to expedite 
the utilization of some of the new acts, 
however, the legislature adopted con- 
current resolutions providing that 55 of 
these acts be made immediately effective. 

Attorney General Rushton warned 
state officers against recognizing the 
legislature’s belated attempt to change 
the effect date of favored acts, con- 
tending that, legally, the lawmakers’ 
gesture was a complete nullity. 





Blackall Urges Caution 
in Common Stock Issue 


NEW YORK—Commissioner Black- 
all of Connecticut uttered a quiet but 
unmistakable warning against the pro- 
posal to liberalize the New York insur- 
ance law to permit life companies to 
invest in common stocks. Speaking at 
the annual meeting of the Insurance In- 
stitute of America he outlined what his 
state has done in the way of liberalizing 
the field of life company investments 
during the six years that he has been 
supervising insurance and said of the 
common stock investment idea, “all I 
can say is, ‘be careful!’” 

Mr. Blackall called attention to the 
danger of a life company holding a large 
volume of common stocks and said that 
in the case of a company which for- 
merly invested largely in this field the 
laws of the place of domicile were 
amended to permit holding of common 
stock only up to 20 percent of assets, 
though a concession was made so that 
there would be no dumping of existing 
holdings. 

E. C. Stone, U. S. manager of Em- 
ployers Liability, was elected president. 
The life insurance man on the board of 
governors is John S. Thompson, vice- 


president of Mutual Benefit Life, who x 
retiring president of the institute, : 

E. R. Hardy, in his report as secretary 
stated that total registration for exam. 
inations for the year 1941 was 3,129 a 
compared with 4,068 the previous year. 
Of the 327 certificates granted, 38 wer 
in the life insurance field. The registra. 
tion has declined because of the defense 
situation, he declared. However, the jn. 
stitute is encouraging those who haye 
gone into military service to continy 
their studies. During the past 10 year; 
650 students graduated from the inst}. 
tute in the life insurance end. 

Albert Weller, Metropolitan Life, was 
announced as the prize winner in the 
life insurance courses. 





Mersfelder Becomes Author 


L. C. Mersfelder, Oklahoma manager 
of Kansas City Life, is author of a book 
“Cowboy - Fisherman - Hunter,” sogn to 
be published by the Brown-White-Loy. 
ell Press of Kansas City. 

Based on more than 40 years of ex. 
periences in the out-of-doors, the author 
weaves numerous fascinating tales of the 
great Southwest—true stories of the 
open country and its bad men, of coyw- 
boy fun and hardships, of hospitality on 
the plains. 
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The State Life Insurancé Company of Indianapolis, Indiana . 
Is a Mutual Legal Reserve Company Founded 1894 . . . . 
Has Paid $133,000,000 to Policyholders and Beneficiaries . . 
Holds Assets of over $54,000,000 for their benefit . . ... 
Issues Policies from Ages One Day to Sixty-Five Years . . . 
Issues Policies on Male and Female Lives at the Same Rates . 
Issues Policies with Double Indemnity and Disability Benefits . 
Issues Juvenile, Educational Fund, and Family Income Policies. 
Issues Salary Continuance and Retirement Income Policies . . 
Issues Many Other Standard and Up-to-date Policy Forms . . 


Offers Agency Opportunities and Training for Those Qualified. 














THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
e 


MUTUAL LEGAL RESERVE FOUNDED 1894 


























(October 
<= 


Cru 
Hul 
Life 


« 


ent cf 
the W' 


RI 

ment 

| shou 
and 

gran 

Hol; 

stitu 

} spea 

© chaf 

M 


» men 


F 
bY) 
4 
4 
2 
ei 


















31, 194) 





FP, Who is 


PeCretary 
T exam. 
3,129, as 
US Year, 
38 Were 
registra. 
defense 
’ the in. 
MO haye 
Ontinye 
LO Years 
© instj. 


ife, Was 
In the 















aig Hindi cee ee 








ese) 








+ 31, 1941 





Octobe 





LIFE INSURANCE EDITION 


11 











Cruess, Myrick, 
Hull, New Mutual 
Life Executives 








(CONTINUED FROM PAGE 1) 


ent cf agencies, is being transferred to 
the west coast and will make his head- 
quarters in Los Angeles and wifl have 
general supervision of the Mutual Life 
business on the Pacific Coast. 
Mr. Cruess resigns as underwriting 
vice-president of Home Life of New 
York to join Mutual Life. He is one of 
the most distinguished men in his line 
and has contributed much in addresses 
and papers on selection matters. Mr. 
Cruess received an M.A. degree at 
Queens University, Kingston, Ont. He 
was born in Lindsay, Ont., in 1894. He 
started as an actuarial clerk with Home 
Life and progressed through various of- 
fcial grades. He is a past president 
of the Home Office Life Underwriters 
Association. 





Holgar Johnson Offers 


Post-War Program 


RICHMOND, VA.—Economic funda- 
| mentals of the post-war years ahead 


| should be given serious thought today 


and made a part of the working pro- 


' gram in these days of national defense, 
| Holgar J. Johnson, president of the In- 


stitute of Life Insurance, declared in 
speaking before the Richmond C. L, U. 


> chapter. 


Mr. Johnson suggested certain funda- 


mentals for consideration as a ground- 


work for the post-war national econ- 


' omy, including: 


Accept the principle that private en- 
terprise must be encouraged, but that it 


cannot be entirely unrestrained. 


Recognize that the care of the aged 
and infirm and those who cannot pro- 
vide for themselves is the burden of 
the more fortunate. 

There must be provided a greater eco- 
nomic reward and higher standard of 
living and recognition for the indus- 
trious and daring in business and indus- 
try. 

Encourage the use of capital with 
earnings commensurate with the risks 
taken, but not necessarily permit the 
unlimited accumulation from generation 
to generation. 

Recognition that as a nation we can- 
not live by ourselves, completely iso- 
lated, but that we must play a part in 
= activity, economically and _ politi- 
cally. 

Make the government the servant of 
the people, not the people the servant 
of government; to do this the people 
must be willing to assume responsibility 
themselves, based on service and not 
appeal to government at every turn. 

_ Believe in and have a courageous faith 
in the opportunity and future of Amer- 
ica, 

Be willing to provide the world with 
an aggressive, confident leadership, be- 
lieving that the future holds more good 
living than the past, only awaiting new 
willingness to grasp the opportunity and 
develop it, 





Life insurance statistics show that 
there are five causes of death each of 
which today take an annual toll greater 
than the U. S. war deaths of the last 
War: Heart disease, cancer, cerebral 
hemorrhage, accidents, and Bright’s dis- 
ease. Care and preventive effort can re- 
duce this death toll, it is pointed out by 
life insurance men. 











BROKERAGE MANAGER WANTED 

By Chicago general agency of one of the coun- 
try’s oldest eastern mutual life companies. Ap- 
plicant should be 35-45, married, family. Must 
have background of successful selling of $100,000 
or over per year. Guaranteed monthly salary. 
Splendid opportunity. Address: Box O-39, The 
National Underwriter, 175 W. Jackson Blvd., 
Chicago, Il. 











Liberalization Is 
Sought by Group 
for Investments 


Twentieth Century Fund 
Urges More Elasticity for 
Life Companies 


NEW YORK—Asserting that “it is 
too easy to raise capital in the United 
States by going into debt compared 
with selling equities,’ a statement issued 
by the Twentieth Century Fund in be- 
half of its committee on debt adjustment 
called for the easing, and possible event- 
ual abolition, of the legal restrictions 
on insurance companies, savings banks 
and trustees which force them to invest 
in fixed interest and repayment obliga- 
tions, such as_ so-called high grade 
bonds and mortgages. This study was 
made some time ago, but it is pertinent 
to the current discussions of the com- 
mon stock proposal. ' 


New York State Praised 


The committee report praises the re- 
cent action of New York in authorizing 
life companies to invest up to 10 per- 
cent of their assets in housing projects 
as “an important step in the right di- 
rection.” This recommendation on 
“legals” is one of a series advocating 
fundamental revisions of public eco- 
nomic policy. The committee bases its 
conclusions on a three-year investiga- 
tion by research specialists into the 
nation’s post-war debt structure, and its 
widespread shifts. 

“Most states,” the report says, “al- 
low insurance companies and savings 
banks to invest only in certain types 
of securities—chiefly mortgages and 
listed bonds of government bodies, rail- 
ways and utility companies—all of 
which are fixed interest and repayment 
obligations. This same list of ‘legal in- 
vestments’ is commonly specified in 
trust agreements. The example of the 
institutional investors to whom these 
rules apply is widely followed by the 
managers of endowments and by indi- 
vidual investors. 


Savings Are Diverted 


“This nearly universal bias in favor 
of debt as an investment diverts a large 
part of the nation’s savings away from 
investment in ‘equities,’ which have no 
fixed interest and repayment provisions 
—that is, from direct ownership of real 
estate and from partnership or common 
stock ownership in business.” To cast 
such a large share of the country’s 
“financial pattern into the rigid mold of 
debt is dangerous.” 

The scope of the legal investment 
field with which the committee recom- 
mendation is concerned is illustrated by 
some of the findings of its research in- 
vestigators. Data on life companies, 
for instance, shows that their mortgage 
holdings for 1929 and 1937 totalled $7,- 
300,000,000, and $5,100,000,000 respec- 
tively; government bond holdings, 
$1,300,000,000 and $6,500,000,000; other 
bonds (railways, utilities, etc.) $4,600,- 
000,000 and $6,800,000,000. Total life 
insurance investments of the fixed in- 
terest and repayment obligation type 
were thus $13,200,000,000 in 1929 and 
$18,400,000,000 in 1937. 


Housing Project Investments 


Returning to New York State’s re- 
cent legalizing of housing project in- 
vestments for life companies up to 10 
percent of their assets, the committee 
report says: 

“This is a type of investment which 
insurance companies are qualified to ad- 
minister. They have had previous ex- 


“ 


perience with such projects on a small 
scale and have been forced to develop 
real estate departments during the de- 
pression. The example of New York 
should be followed by other states and 
similar authorizations should be seri- 
ously considered.” 

The report added that “limited 
amounts of stocks in companies having 
no substantial bonded debt or senior 
preferred stock outstanding should also 
be made eligible investment for insur- 
ance companies and savings banks— 
with strict safeguards against the ob- 
vious dangers involved.” 


Stock Investments 


The committee report observes fur- 
ther that such stock investments for 
insurance companies and savings banks 
“should be restricted to a small pro- 
portion of the credit institution’s as- 
sets, at least until experience with such 
investments and the training. of an in- 
vestment organization make larger 
commitments safe. Stock investments 
should also be limited to companies 
with a reasonably stable earnings rec- 
ord. Furthermore, no one institution 
should be allowed to hold more than a 
very small proportion of the stock of a 
given corporation—both to spread the 
risks and to prevent a dangerous con- 
centration of economic power in any 


one concern. The same widened powers 
of investment in real estate and in 
stocks (with the same restriction on 
stock ownership) should be extended 
to trustees and trust companies invest- 
ing clients’ funds.” 





Change in Chicago Setup 
of Bankers of Nebraska 


Pilkington & Giese, Chicago general 
agents of Bankers Life of Nebraska, will 
dissolve their partnership Nov. 6 and 
resign their representation of that com- 
pany. The partners are R. G. Pilking- 
ton and Irving W. Giese. They have 
been associated since August, 1940, Mr. 
Pilkington previously for several years 
having been the manager there. 

Mr. Pilkington has been contemplat- 
ing his action in withdrawing from the 
partnership for about two months and 
shortly will announce another connec- 
tion. 





The great increase in aid to govern- 
ment financing by the life insurance 
companies of this country is shown by 
the rise in their total holdings of U. S. 
government bonds over the years: 1916, 
$1,500,000; 1920, $800,000,000; 1934, $1,- 
800,000,000; 1938, $5,000,000,000; 1941, 
$6,000,000,000. 
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be first”; the man who wants to be at the head of his busi- 
ness, to be independent, and to be his own boss. 


Under the Franklin direct General Agent’s contract, hun- 
dreds of Franklin men, functioning directly under the Home 
Office without connection with large metropolitan agencies, 
have built their own businesses in small or medium-sized 
towns. They are substantial, happy men, whose influence 
and incomes have grown as the years passed. They are The 
Insurance Men in their communities. 


If you want to be your own boss, and have the ability and 
vision to make good, ask about the Franklin direct-with-the- 
Home-Office General Agent’s contract. It’s a real opportunity 
with a Company which wants its agents to be first. 


RANKLIN LIFE 


INSURANCE COMPANY 


Springfield, Hlinois 
CHAS. E. BECKER, President 


Founded 1884—More than $200,000,000.00 Insurance in Force. 


“ID RATHER BE 


FIRST 


in a little Iberian village 
than second man in 
Rome.” 

—Julius Caesar 


The Franklin has a place for 
the man who would “rather 
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No Hasty Action on Common Stocks 


DesPIteE the excellent salesmanship of 
the common stock advocates who tes- 
tified, Assemblyman Russell Wright, 
chairman of the New York legislature’s 
joint committee on insurance law revi- 
sion, has indicated that nothing that 
was brought out at the hearings which 
his commmittee conducted on the ad- 
visability of permitting life companies 
to invest in common stocks has 
changed the committee’s opinion on the 
necessity of proceeding with great cau- 
tion on so important a question. 

The question is so vital to the wel- 
fare of policyholders and their bene- 
ficiaries that it is to be hoped that the 
committee, if it should decide that the 
question should go before the legisla- 
ture, will wait at least another year so 
that there may be ample time for the 
most exhaustive inquiry into the suit- 
ability of common stocks for life ¢com- 


pany investments. Even if bond f- 
nancing is as full of evils as SEC 
Commissioner Pike indicated in his 


statement before the committee another 
year is not likely to make much differ- 
ence. On the other hand if common 
stock investments are not suitable a 
great amount of harm might be done 
by legalizing them as investments by 
rushing a bill through the legislature. 

As a skillful pleader should, Mr. Pike 
not only praised common stocks as life 
company investments, which as an ar- 
gument has the weakness of poor mo- 
tivation, but he endeavored to throw 
something of a scare into the listeners 
by making dire predictions of bank- 
ruptcies which would, in his opinion, 
follow unduly heavy debt financing. He 
felt that many corporations are taking 
advantage of the low interest rates at 
which money can be borrowed when 
instead they should be getting their 
money through issuance of common 
stock. The argument is that in times 
of business depression the fixed obli- 
gation to pay even a low interest rate 
on a large bond issue might bankrupt 
a corporation whereas if it had got its 
money through a stock issue it could 
merely cut dividends. ior eliminate them 
altogether. : 

While Mr, 


rfl Ihe 
Pike's argument seems 


reasonable, the fact is that though debt. 


financing has tended to overshadow 
equity financing in the last decade, 
there has been relatively little net new 
financing of any kind in this period ex- 
cept by the government. There have 
been large and numerous bond issues 
but they have been almost entirely re- 
fundings. It may be that Mr. Pike is 
looking at too limited a spread of time 


in his dismal predictions for debt 
financing. He sees a lack of equity 
financing and feels that something 


should be done about it. The life com- 
panies are seeking investment so why 
should they not invest in common 
stocks thereby stimulating industry? 

Yet there is such a thing as the law 
of supply and demand. If there is no 
demand for stock issues on the part 
of experienced buyers of common 
stocks what reason is there for suppos- 
ing that life companies would go in for 
these securities even if they were given 
permission? Presumably they would 
be governed by the same considerations 
that actuate the other investors in stay- 
ing out of the equity field. 

Mr. Pike also forgets that while there 
is currently a dearth of money for 
common stocks the demand for stocks 
may return with arush. At the TNEC 
hearings on savings and investment one 
of the SEC’s own witnesses, Alvin 
Harvey Hansen, professor of political 
economy at Harvard, called attention 
to the intermittent quality of economic 
progress. 

“The boom of the twenties was a gi- 
gantic spurt in capital formation, in 
capital outlays,” he testified. ‘Progress 
typically is made by spurts—by leaps 
and bounds. Progress typically is dis- 
continuous, jerky, and jumpy. New 
developments are exploited to the full 
and then the boom dies. It peters out 
because a saturation point has tempo- 
rarily been reached. The spurt cannot 
last at the pace set. 

“Tt is not difficult to see that if we 
had kept on constructing office build- 
ings, apartments, hotels, houses, and 
commercial and industrial structures, 
and the like, at the rate they were being 
constructed in the late twenties, we 
should very soon have bankrupted all 
the owners of old property. 

“For a time there was no room left 
for further plant expansion or other 
new capital outlays. It takes time 
before new developments can again ac- 
cumulate, before the discovery of new 
techniques, new resources, new indus- 
tries, and the growth of population will 
again set the stage for another boom. 

“In a depression, even a severe one, 
gross capital outlays including planned 
replacement and renewals, will not sink 
to zero, but there is danger that the 
capital expenditures will not be large 
enough even to absorb depreciation al- 
lowances. Thus in such a period there 
is no room whatever for new savings.” 

Apparently the condition which has 
confronted the country, as far as out- 


lets for investments is concerned, is the 
result of natural economic processes 
and would not be greatly helped by per- 
mitting life companies to invest in com- 


—=—==:! 
mon stocks, particularly on the x. 
stricted basis which even if the moy 
enthusiastic advocates of such a courg 
have urged. 


Statistics on Money Saving. 


LirE insurance men should be much in- 
terested in the report of the Federal 
Home Loan Bank showing that in this 
country last year the people saved more 
than $3,500,000,000 which is a record 
since the boom years of 1925 and 1926. 
Life insurance policies came in for a 
good percentage of this saving. In fact, 
the 1940 gain accounted for $1,640,000,- 
000 and the next was U. S. Savings 
bonds for almost a billion. This show- 


ing should have a particularly direc 
appeal to the salesmen because it dog 
show that the people at large are say. 
ing their money and investing it jp 
rather a conservative way. The Fe. 
eral Home Loan Bank points out the 
various avenues through which thes 
savings funds have traveled. The peo. 
ple are selecting what they deem to be 
safe and sound investments and life ‘n. 
surarice is particularly favored. 








PERSONAL SIDE OF THE BUSINESS 





George Schoeffel, superintendent of 
agencies of Oregon Mutual Life, has 
been selected as president of the Port- 
land Rose Festival Association. The 
festival takes place in Portland next 
June 10-13. He is the first insurance 
man to hold the position. The rose 
festival board is composed of impor- 
tant men in the community. 


Two prominent agents of Macon, Ga., 
Ed Dozier, Penn Mutual, and John Sel- 
ser, Connecticut Mutual, ’who have been 
doing patriotic service in volunteer sales 
promotion of government life insurance 
among the soldiers of Camp Wheeler in 
Georgia, have talked to 12 battalions 
to date, and have sold 1,420 men $5,- 
140,000 of the war risk insurance. 


M. A. Linton, president of Provident 
Mutual Life, will discuss the effect of 
inflation on owners of life policies, sav- 
ings accounts and on investors generally 
on the radio forum “Wake Up America” 
over the blue network of the National 
Broadcasting Company Sunday, Nov. 2, 
at 2 p.m. After a general discussion 
among the speakers, questions from the 
audience and from the listening public 
will be answered. 


L. Seth Schnitman, author of “How 
Safe Is Your Life Insurance?” which 
was one of the early muckraking books 
on life insurance, is now with the fed- 
eral office of price administration. 
While his book on life insurance was 
highly sensationalized Mr. Schnitman is 
considered to be quite orthodox *‘ in his 
own field, which is real estate and 
mortgage statistics. For a time he op- 
erated as a New York City life insur- 
ance fee counsellor but never attained 
the prominence of such men as Morris 
Siegel, Donald Besdine, et al. 


Holgar J. Johnson, president the In- 
stitute of Life Insurance, will speak on 
“Life. Insurance as an Instrument of 
Democracy” at the first of four forums 
to be held by the Pittsburgh chapter of 
the American Institute of Banking 
Nov. 13. 

George A. Campbell, 83, of Laramie, 
Wyo., has just celebrated his 41st year 
as a life underwriter. He has been an 
agent of Pacific Mutual Life for 36 
years. 

Bert A. Hedges, Kansas manager of 
Business Men’s Assurance, was. re- 


elected secretary of the Sunflower Boys 
State, sponsored by the Kansas depart- 
ment of the American Legion. 

Leighton G. McCarthy, Canadian min- 
ister to Washington and chairman of the 
board of Canada Life, received an 
honorary LL.D. degree at the University 
of Western Ontario’s fall convocation at 
London, Ont. 

Arthur Hustad, Twin Cities manager 
of the White & Odell agency of North- 
western National Life, has been named 
chairman of the civic fund campaign in 
Minneapolis. He is a past president of 
the Minneapolis Life Underwriters As- 
sociation. 

Eric G. Johnson, vice-president of 
agencies Penn Mutual Life, has been 
eletced regional director of the National 
Federation of Sales Executives. 

C. Brainerd Metheny, Pittsburgh gen- 
eral. agent Fidelity Mutual Life, has 
been practicing the magician’s art since 
he was 8 years of age, and now averages 

about two full magical shows a week 
throughout the year. He can _ present 
a show on a par with that of profes- 
sional illusionists. He is a member of 
the International Brotherhood of Magi- 
cians. 


Mr. Metheny spent most of his first 
11 years in Egypt, his father being a 
medical missionary. He speaks Syrian, 
Italian and German as well as English. 
He entered insurance 23 years ago and 
was one of the leading producers for the 
Equitable of Iowa before becoming 
manager for the Fidelity Mutual. 

Two Reliance:!:\Life’ representatives 
were honored for 25 years of service 
this month. Manager Herman P. Sav- 
age, Baltimore, was feted at a luncheon 
there attended ‘by H. T. Burnett, agency 
vice-president, and John F. Johns, east- 
ern superitnendent of agencies. 

In rego with Mr. Savage’s testi- 
monial, J. M. and S. M. Abramowitz, 
Baltimore brothers, were presented with 
silver plaques for 60 consecutive months 
on the Reliance honor roll with a mini- 
mum of $10,000 monthly volume. 

A. B. Faulkner, Reliance agent 
Pittsburgh, was given his 25-year service 
medallion at a luncheon there. 

C. A. Craig, past president of the 
American Life Convention and_chait- 
man of the board of National Life & 
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“I began on a shoe string—and—uh—oh yes,—a $25,000 endowment policy! 
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Accident, was elected a knight com- 
mander of the court of honor of Scot- 
tish Rite Masons at the meeting of the 
Supreme Council Southern Jurisdiction 
at Washington, D. C. 


DEATHS 


_M. F. Schwinn, 65, special agent of 
Northwestern Mutual with about $7,- 
000,000 production to his credit during 
40 years with the company in the Cam- 
eron & Carroll agency at Oshkosh, 
Wis., died at a hospital in Beaver Dam, 
Wis., where he had apparently been re- 
covering from injuries received in an 
automobile accident early in October. 
For many years he had qualified for 
the Northwestern Mutual Marathon 
Club and appeared on the Association 
of Agents program to explain his suc- 
cess in selling in small town and rural 
fields, He had spoken at many life 
association meetings. 


_ Dr. Harold F. Taylor, associate med- 
ical director of Aetna Life, died sud- 
denly in New York, where he had gone 
to attend the meeting of the Associa- 
tion of Life Insurance Medical Direc- 
tors of America. He was attending 
that meeting as a member of a spe- 
cial committee on cardiology. 

Dr. Taylor joined the medical de- 
partment of Aetna Life in 1929 and was 
elected associate medical director. His 
work had been particularly concerned 
with all matters relating to cardiology 
and heart studies, and for many years 
he has been regarded as the home 
office medical staff expert in this im- 
Portant field. He has contributed con- 
siderably to the study of cardiological 
problems as related to the life insur- 
ance business. In addition to his med- 
ical underwriting duties, his work has 
been chiefly in research, study, and the 
writing and publication of articles on 
cardiovascular problems. 

He was born in 1890 in Hardwick, 
Vt, and was graduated from Dart- 
mouth College in 1914 and from. the 

niversity of Vermont in 1917 with an 
M.D. degree. During the world war 
he was a first lieutentant in the U. S. 
army medical corps. Upon his return 
to civilian life he took up the practice 
of medicine in Burlington, Vt., in which 
field he continued until he became as- 
Sociated with Aetna Life. During those 
10 years he was also assistant profes- 








sor of medicine at the University of 
Vermont. 

Harry A. Davidson, 72, general agent 
of Northwestern National Life at Daven- 
port, Ia., for several years, died there. 
He joined the company in 1932 as gen- 
eral agent at Rock Island, IIl., and was 
a native of Muscatine, Ia. Ill health 
had kept him inactive during the past 
year. 

Frank G. Combes, 64, vice-president 
and treasurer of Philadelphia Life, died 
in Philadelphia. Mr. Combes had been 
associated with the company in an 
executive capacity for 35 years, entering 
its service in 1906 as comptroller after 
experience with other companies in the 
field and in the home office. He became 
treasurer in 1910 and secretary-treasurer 
in 1921. In 1934 he was elected a direc- 
tor and in 1937 became vice-president 
and treasurer. 

Frank A. Rolph, 73, vice-president of 
North American’ Life of Toronto, died 


at Preston Springs, Preston, Ont. He 
had suffered several heart attacks. 
Meyer Harrison, 82, Penn Mutual 


general agent in Denver from 1897 to 
1929, died there. Since 1929 he had 
continued as an agent and was active 
almost until the time of his death. He 
was with Penn Mutual for 54 years. 
He always was a big producer and led 
the Denver agency on several occasions. 

Robert P. Clarke, 82, prominent in 
Pittsburgh life insurance for 50 years, 
died in his home in Sewickley. As a 
young man he was first officer and pilot 
on a Monongahela river steamboat. He 
became associated with the Equitable 
Society in 1891, joined the Reliance Life 
in 1904 and in 1906 went with the Mu- 
tual Life of New York, which company 
he served until 1940. 








Penn Mutual Host to 1-Year Men 


Penn Mutual Life was host at the 
home office to six agents who during 
the past three months had completed a 
year with the company and were na- 
tional leaders in either volume or lives 
among first year men. The men were: 
John V. Snee, Conrey agency, Pitts- 


burgh; Clarence E. Nickell, Finley 
agency, Louisville; Ward W. Green, 
Krick agency, New Haven; Bayard L. 
Coulter, McLean agency, Jackson, 
Miss.; John D. Leland, Bargeron 
agency, Birmingham, and Robert T. 


Wilson, Jr., Royer agency, Chicago. 










EXECUTIVE 


REAL ESTATE 
AND MORTGAGE LOANS 


An executive experienced in handling admin- 
istrative detail of real estate and mortgage 
loans, thoroughly seasoned in building con- 
struction and valuations, seeks connection with 
an insurance company. 












Basic training as an engineer, with a thorough 
knowledge and experience of building con- 
struction, this has been completed by a wide 
experience with a large Central States bank in 
valuations of 100% business, income and resi- 
dential properties, supervision of construction 
loans, real estate, public contacts and as ad- 
visor to State Superintendent of Insurance in 
examination of real estate and mortgages held 
by insurance companies. 









































Box O-43, The National Underwriter 
175 W. Jackson Blvd., Chicago, Ill. 















































TRUSTEESHIP 
As Viewed by 
GROVER CLEVELAND 


In addressing the first annual meeting of the Association of 
Life Insurance Presidents in 1907, Grover Cleveland said: 


"Your fellow citizens, whose confidence you have 
invited, have put upon you a trust made sacred by 
the pathos of its purposes and more unescapable in 
morals and good conscience than any that law can 
create.....' 


The Indianapolis Life Insurance Company, through its 36 
years in business, has attempted to always be worthy of that 
trust. Likewise, it has striven through careful selection, train- 
ing, supervision and company cooperation to see that its 
men are successful, earn an adequate attractive income, and 
are assured of a splendid future. 


INDIANAPOLIS LIFE INSURANCE COMPANY 


A Legal Reserve, Mutual Company 
Organized in 1905 


Agency opportunities for quality men in Indiana, Illinois, 
Ohio, Texas, Michigan, Minnesota, lowa and California. 


EDWARD B. RAUB A. H. KAHLER 
President 2nd Vice - President 
Supt. of Agencies 
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Action Deferred 


CINCINNATI—Union Central pol- 
icyholders are 10 to one in favor of 
mutualization according to a preliminary 
survey of the ballots and proxies re- 
ceived by the Ohio department, Superin- 
tendent Lloyd announced following the 
policyholders’ meeting which he con- 
ducted at the home office. Some 55,000 
ballots and proxies are now in the cus- 
tody of the department for verification 
and tabulation, Mr. Lloyd stated. The 
policyholders’ meeting was adjourned 
until April 30, 1942. 

“Adjournment of the meeting was at 
the suggestion of the management,” W. 
Howard Cox, president of Union Cen- 
tral, stated. It is understood that the 
purpose of the adjournment is to enable 
the policyholders to have the benefit of 
the report of the convention examination 
which will be held early in 1942. While 
this is the regular, periodic examination, 
when the company notified policyholders 
that the mutualization meeting would 
be held Oct. 24, it did not know that 
the convention examination would be 
held so soon after the date set for the 
meeting. The company was notified of 
the convention examination on Oct. 8 and 
felt it advisable for policyholders to 
defer final action until the report of the 
examiners would be available. 

At the conclusion of the meeting Mr. 
Lloyd stated that because the meeting 
adjourned, no vote was taken, but a 
preliminary inspection of the ballots and 
proxies mailed to the superintendent, pur- 
suant to the law of Ohio, indicated that 
the policyholders were overwhelmingly 
in favor of mutualization. About 100 
policyholders attended the meeting. 





Security Mutual Observes 
Its 55th Anniversary 


The 55th anniversary of its incorpor- 
ation will be celebrated Nov. 6 by the 
Security Mutual Life of Binghamton, 
N. Y., with the opening of a year-end 
drive to solidify important gains al- 
ready made during the year in new 





New Assistant Secretary 
Business Men’s Assurance 








CLAUD L. CLARK 


In his new position as assistant sec- 
retary of Business Men’s Assurance, 
Claud L. Clark, former secretary and 
actuary of Liberty Life, Topeka, Kan., 
will maintain contact with former Lib- 
erty Life policyowners and salesmen. 
Liberty Life was reinsured by Business 
Men’s last July. 





Home Life President Gives 
Reasons for Leaving Okla.: 
Tax “Unfair, Exorbitant” 


The reasons for the withdrawal of 
Home Life of New York from Okla- 
homa, effective Nov. 1, are given by 
President James A. Fulton in a notice 
to Oklahoma policyholders. 

“Your state legislature recently en- 
acted a law putting a 4 percent pre- 
mium tax on life insurance premiums,” 
Mr. Fulton’s letter to policyholders 
states. “This means that out of each 
dollar deposited by you for the protec- 
tion of your family through life insur- 
ance, the state of Oklahoma would 
take 4 cents. This tax is about twice 
that charged on the average by other 
states. 

“We can consider it such an unfair 
and exorbitant tax on thrift that rather 
than pass this cost on to our policy- 
holders, we are very reluctantly with- 
drawing from transaction of business 
in the state,” he stated. 

“Of course, this action will have no 
effect on your insurance with this com- 
pany. It simply means that the com- 
pany will cease to write new insurance 
in Oklahoma and that our offices in 
that state will be closed.” After Nov. 
1 collection of premiums on Oklahoma 
business will be handled directly from 
the home office. ; 

Bryan Bowers, general agent in 
Oklahoma for Home Life for a num- 
ber of years, will continue in the life 
insurance business in Oklahoma City. 
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Ohio State Life Prospers 
in First Nine Months 


The first nine months of 1941 was the 
mose gratifying three-quarter period for 
Ohio State Life in many years, Claris 
Adams, president, reported at the direc- 
tors’ quarterly meeting. As of Sept. 30, 
admitted assets totaled $23,665,304, a 
$1,209,162 gain; insurance in force $107,- 
248,366, a $2,998,239 increase, and sur- 
plus for protection of policyholders 
$2,405,072, a $160,070 gain. These are 
the largest increase since the beginning 
of the depression. 

Production of new insurance increased 
in the nine month period, Mr. Adams 
said. There was a more favorable mor- 
tality rate, and a marked reduction in 
lapses, payment of death claims, etc. 
Operation expenses were reduced as the 
result of economies instituted. 

Ohio State Life now holds $3,496,007 
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A milestone at which we are grateful for the 
steadfast confidence and good will that mark day- 
by-day relations between policyholders, field force 
-and home office staff. 









An anniversary in which we are striving to be 









in U. S. bonds; $353,706 in Federal Land i a “a Ss 
Bank bonds; $263,304 in Canadian bonds, worthy of continued leadership as one of America’s 
and $4,378,871° in state, county and Are 2 
municipal bonds. oldest and strongest life insurance companies. 
The usual quarterly dividend of 13 I 
cents was declared. h 
Cc 
Mass. Mutual Reports ; 
All Round 9-Month Gains ’ 


_ Closing September with $2,013,861,051 
insurance in force, Massachusetts Mu- 
tual Life made a nine months gain of 
$24,175,069 against $21,570,624 in the 
same period a year ago. New sales 
were $97,966,066, a gain of $1,868,687 
compared with the first nine months 
last year. 

Disbursements to policyholders and 
beneficiaries included: death claims, 
$13,523,132; matured endowments, $2,- 
923,895; cash surrenders, $6,414,694; 
dividends $7,206,600. 

Ledger assets on Sept. 30 were $736,- 
244,838, showing a nine-months gain of 
$26,414,586. 

New investments included $67,486,101 
bonds and stocks, and $8,126,786 mort- 
gage loans. Mortgage loans paid dur- 
ing the period amounted to $7,432,313. 
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The policy loan exhibit showed a de- 
crease Of $3,515,618. oy 
The investment portfolio included 
jederal, state and municipal bonds ag- 
gregating $146,085,667 or 19.85 percent 
of the total, and public utility bonds of 
$209,198,303, or 28.43 percent. 





Continental Assurance Is 
Having Its Biggest Year 


Continental Assurance increased its 
business in force in the first nine 
months more than $19,000,000, which 
compares with the $21,000,000 gain in 
all of 1940. New writings for the first 
nine months were 20 percent more than 
in the same period in 1940, and Octo- 
ber showed more than a 60 percent 


gain. 
~ This will be Continental Assurance’s 
largest year, according to W. E. White, 
vice-president and director of agencies. 
The trend of sales continues toward 
protection forms. One reason for this 
is that the government’s defense bond 
sale program is taking some of the 
pressure off life insurance for invest- 
ment forms of contracts by providing 
another large scale outlet for savings, 
he said. 





National Reserve Life Dividend 


TOPEKA, KAN.—National Reserve 
Life will pay a 30 cent dividend to 
stockholders on Nov. 1. This is the 
second dividend declared this year, a 60 
cent dividend having been paid in 
March. The November payment will 


be the 15th dividend paid by the com- 


pany. 





Bankers National Anniversary 


Bankers National Life of Montclair, 
NX. J., celebrated its 14th anniversary at 
a dinner in Newark attended by 51 em- 
ployes who have served five years or 
more, 

Wm. J. Sieger, vice-president and 
superintendent of agencies, presented 
service emblems. James M. Webb, 
vice-president, presented traveling bags 
to employes who were celebrating 10 
years of service. Mr. Webb also pre- 
sented Francis J. Pinque the fellowship 
key of the Life Office Management As- 
sociation. 

_ Ralph R. Lounsbury, president, in- 
jected a serious note with a brief talk 
on “Inflation.” 





Adopt Employes Hospital Plan 


Franklin Life has inaugurated a hos- 
pitalization insurance program for its 
employes, the company paying a sub- 
stantial portion of the premiums on the 
policies. The benefits include the pay- 
ment of hospital, laboratory, x-ray, and 
doctors’ or surgeons’ fees. When the 
plan is in full operation, the company 
plans to extend the program to the 
families of the employes. 


Status of Pathfinder Payments 


Frank Landis, assistant to Insurance 
Director Fraizer of Nebraska, in charge 
of liquidation of the Pathfinder Mutual 
Life of Grand Island, says that while 
he is paying only 75 percent of death 
claims, the remaining 25 percent will 
be a contingent claim on all assets. 
Very few lapses have occurred since 
the state took charge. 


Shenandoah Life Promotions 


O. W. Yates has been elected secre- 
tary of the Shenandoah Life of Roanoke, 
4 He has been assistant secretary. 
G. Nelson Dickinson, Jr., former branch 
auditor, succeeds him as assistant sec- 
retary. Warren T. Wingfield has been 
Promoted frem the accounting depart- 
ment to assistant treasurer, 





: Security Life of New Orleans, a small 
industrial company, has been placed in 
receivership, the civil district court ap- 
— Julian B. Humphrey as re- 
ceiver, 





Get revised edition of “Li 
s Life Insurance 
tnd Federal Tax Laws.” 50c. National 


Underwriter, 175 W. Jackson Blvd., Chi- 
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Alliance Life Managers in 
Illinois Meet in Peoria 


Growth in 1941 and plans for accom- 
plishment of objectives were discussed 
by managers of 14 Illinois general 
agencies of Alliance Life at a confer- 
ence in Peoria, Ill. Bernard T. Kam- 
ins, agency director, and Elmer G. At- 
kinson, agency secretary, both of Chi- 
cago, were in charge. Charles Con- 
nors, manager Peoria agency, arranged 
entertainment. 

Home office representatives attending 
were Albert E. Streitmatter, Peoria, 
vice-president and investment manager, 
G. T. Delahunty, claim manager, Chi- 
cago, and F. J. Bohl, Peoria, advertis- 
ing manager. 

Prominent in the group by reason of 
membership in the President’s Club 
composed of leading agents, were Gen- 
eral Agents Fred W. Johnson, Kewanee, 
Frank L. Noel, Champaign; Charles 
Reinecke, Streator, Roy H. Weaver, 
Watseka, and Mr. Connors. 

The group attended the Peoria sales 
congress and the Illinois Association of 
Life Underwriters meeting. 





Plan N. W. Mutual Rally in N. Y. 


Plans for the meeting of Northwest- 
ern Mutual agents at the Waldorf-As- 
toria, New York, Jan. 2-3 were put 
under way at a meeting of the com- 
mittee with Ralph Emerson, assistant 
director of agencies. P. T. Allen, Buf- 
falo, is general chairman, assisted by 
Henry Files, Syracuse; W. A. Stedman, 
Newark; David Fluegelman, New York 
City, and Royall Brown, Winston-Sa- 
lem, N J. V. Talbot, Newark, is 
chairman of the arrangements commit- 
tée. 





Evans, Fassel on Circuit 


L. J. Evans, assistant director of 
agencies of Northwestern Mutual Life, 
and G. Fassel, assistant actuary, 
are addressing agency meetings this 
week arranged by General Agents 
Herbert Smith, Harrisburg, Pa., A. C. 
F. Finkbiner, Philadelphia, and R. L. 
Baldwin, Washington, D. C. 





Franklin Life Holds Regional 


SAN ANTONIO, TEX.—The fourth 
of a series of regional meetings for 
Franklin Life representatives in the 
southwest was held here under the 
direction of W. L. Dugger, agency vice- 


president, assisted by J. V. Whaley, 
assistant agency manager, and Col. 
C. N. Justice, regional manager for 
annuities. Special types of coverages 
were explained and sales points devel- 
oped. 

Mr. Whaley stated that life insurance 
men talk too much about protection 
rather than about money, which is what 


they are selling for future delivery. He 
developed the importance of the options 
and their value to the buyer and his 
beneficiaries. 

Col. Justice emphasized that interest 
rates are not the things that sell insur- 
ance but rather the desire to save. He 
urged agents to be enthusiastic and 
visualize the possibilities of their prod- 
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You Agents 


No matter what company you represent... . you life 
insurance agents face an opportunity the like of which 


few businesses ever see. 


Defense production is swelling pay envelopes to ultra- 


fat proportions. 


But government curtailment of raw material sales and 
installment selling is cutting drastically such heavy 
luxury buying as featured the First World War and 


the boom-time 20's. 


The answer is plain. More of the dollars that cram 
today’s pay envelopes can be devoted to family sav- 
ings and protection ... which is as it should be. It is 


our duty as life insurance men to do this . 


.. and to 


see that such savings and protection are maintained 
without lapse when the present emergency production 


period is’ past. 


And it is our duty to see that these buyers get the 


best possible protection 
can be had in life insur 


and investment values that 


ance. 
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MANUFACTURERS 


Throughout its fifty-four years of activities the 
Manufacturers Life has maintained an unbroken 
record of fidelity to its obligations. 

Its relations with underwriters and policyholders, 


its sound investment practice and progressive man- 
agement, have all helped to win for the Company 


a place of high esteem. 


INSURANCE IN FORCE, 60414 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 190 MILLION DOLLARS 
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uct and help their clients to see the pic- 
ture as they do. 





American Home Agency Meeting 


TOPEKA, KAN—American Home New England Mutual Names 


Life will conduct an agency meeting 
Nov. 3-4 at its new home office here. 
About 60 will attend. Herbert A. 
Hedges, general agent Equitable of 
Iowa at Kansas City, and secretary 
National Association of Life Under- 
writers, and Tom Collins, Kansas City 
Journal humorist, will appear on the 
program. 

Frank J. Seitz, secretary of the com- 
pany, will conduct the agency sessions, 
and W. M. Hobbs, president, and Dr. 
B. M. Marshall, assistant medical direc- 
tor, will appear on the program for the 
company. A dutch lunch and stag din- 
ner will be held at the country club the 

. opening night. 

About 3,000 attended the opening of 
American Home’s new home office Oct. 
18. The company was founded in 1909. 





N. E. Mutual Has Iowa Meeting 


Iowa district managers of the New 
England Mutual Life held a one-day 
meeting in Des: Moines to discuss sales 
plans. S. C. Woodard, general agent, 
was in charge. 


CHICAGO 


CLAIM MEN WILL MEET NOV. 18 


The Chicago Claim Association will 
hold a dinner meeting Nov. 18 at which 
past presidents ef the organization will 
be honored and a round table discus- 
sion will be held. The affair will be held 
in the Electric Club in the Civic Opera 
building, which henceforward will be the 
regular meeting place. 

At a special meeting of the directors, 
C. S. Blomgren, Central Life of Iowa, 
was chosen secretary in the place of 
James Kennedy, Federal Life; who was 
called into the army. 














PALUMBO ON SERVICE COMMITTEE 


Frank A. Palumbo, agency organizer 
of the Samuel Heifetz agency of Mu- 
tual Life of New York in Chicago, has 
been appointed ‘a member of the IIli- 
nois Service Men’s Reemployment 
Committee by Governor Green. Mr. 
Palumbo is the representative of life 
insurance on the committee which in- 
cludes six executives from representa- 
tive industries in the state. The com- 
mittee is charged with finding jobs for 
men who have returned from the serv- 
ice and to classify men eligible for 
these jobs. 





CANADA LIFE BRANCH HEARS CHIEF 


A. N. Mitchell, president of Canada 
Life, addressed the Chicago branch at 
a luncheon in his honor. Berrien Tar- 
rant, Chicago manager, presented Mr. 
Mitchell -with a s¢roll : containing ‘the 
names of the agency members and the 
amount of business they had written in 
his honor during the previous week. 

Mr. Tarrant reported a 100 percent 
increase in business over 1940, which 
had been the biggest year since he be- 
came manager. 








Phoenix Mutual Employes Bonus 


Phoenix Mutual Life announces that 
employes will receive emergency 
bonuses for a one year period, amount- 
ing to 5 percent of annual salaries for 
the first $3,000 and 3 percent above 
that up to $5,000. 


Confer on Minneapolis Convention 





MINNEAPOLIS — Plans for the 
1942 national convention of the 
National Association of Life Under- 


writers were informally discussed dur- 
ing a visit in Minneapolis of M. L. 
Hoffman, executive secretary of the 
National association. 

He was the guest of officers and con- 
vention committeemen of the Minneap- 
olis association at a dinner Oct. 27. 


LIFE AGENCY CHANGES 





Lipscomb as General Agent 
in Jacksonville, Fla. 


The New England Mutual is opening 
a new agency in Jacksonville, Fla., with 
James H. Lipscomb as general agent. 
The agency’s offices will be located at 
1405 Barnett National Bank building. 

Edson F. Folsom, general agent in 





JAMES H. LIPSCOMB 


Tampa, will remain at his present ad- 
dress as district manager in charge of 
the Tampa office, which hereafter will 
be a branch of the Jacksonville agency. 

Mr. Lipscomb is a native of Carroll 
county, Ga., and was graduated from 
Reinhart Military College. He was in 
the banking business before entering life 
insurance more than 16 years ago, For 
13 years he has been manager of the 
Travelers branch office in Jacksonville. 





National Life of Vermont 
Names Flint General Agents 


National Life of Vermont has ap- 
pointed the district agency of McKin- 
non & Mooney at Flint, Mich., general 
agents. The firm formerly operated un- 
der the George M. Robertson general 
agency at Detroit. 

Leonard A. McKinnon, senior mem- 
ber, joined National Life in 1925 and 
has been at Flint for the past 16 years. 
His partner, Walter J. Mooney, joined 
the company in 1929 and has been at 
Flint for 12 years. The agency has been 
very successful in developing the ter- 
ritory. 





Danielson Assistant Illinois 
Director of State Farm 


R. L. Danielson, Chicago and Cook 
county manager of the State Farm com- 
panies of Bloomington, IIl., has been 
promoted to assistant state director of 
Illinois, He has been. connected with the 
companies for about eight years, most 
of the time as a solicitor. He was pro- 
moted to manager in July and will con- 
tinue to direct Cook county production. 





Two Travelers’ Appointments 


The Travelers has appointed Carl A. 
Whitman a group assistant in Chicago. 
He graduated from the University of 
Maine in 1935 following which he en- 
tered Travelers’ group department. 


Subsequently he was sent to Kansas 
City as a field service representative. 

D. M. S. Hevenor has been appointed 
cashier of Travelers’ branch office at 
Providence, R. I. He attended Trinity 
College and joined the company at Bos- 
ton in 1927, where he was appointed 
assistant cashier in 1937, 


John Hancock Group Man 
Assigned to Hoyer Agency 


A. M. Wilson, associated for the past 
five years with the John Hancock Mu- 
tual Life as home office group repre- 
sentative, has been assigned to Colum- 
bus, O., and will make his permanent 
headquarters in the Ralph W. Hoyer 
agency, at 42 East Gay street. He will 
assist agents and brokers in the sale and 
service of group insurance in the terri- 
tory covered by the Hoyer agency, 
which embraces all of Ohio with the ex- 
ception of the metropolitan areas of Cin- 
cinnati, Dayton and Cleveland. 

Mr. Wilson goes to Columbus from 
Pittsburgh, where for two years he 
served in a similar capacity in western 








A. M. WILSON 


Pennsylvania and West Virginia. Prior 
to that he was stationed in Chicago. 

Mr. Wilson entered the group insur- 
ance field in 1935, after a number of 
years spent in teaching. He has a Ph.D. 
degree in sociology and is qualified in 
the field of industrial relations, as well 
as in insurance. 


New Service Office in Spokane 


The California-Western States Life 
has opened offices in Spokane to write 
and service all group, health, accident 
and hospitalization. insurance in eastern 
Washington and Idaho. George Fall- 
quist, for four years life department man- 
ager in Spokane, heads the new office. 
Grant McGlade has been promoted to 
Spokane life agency manager. 








John Hancock Manager Shift 


The John Hancock has announced 
several changes in district management. 
E. O. O’Malley, Lewiston, Me., is 
transferred to Holyoke, Mass., succeed- 
ing T. F. King, who will retire. J. H. 
Schadt, Utica, N. Y., has been pro- 


‘moted to district manager at Glens 


Falls, N. Y., succeeding T. E. Meath, 
who will retire. Howard S. Jones, as- 
sistant manager Lowell, Mass., is pro- 
moted to district manager at Lewiston, 





Takes International Travelers 


The Brice W. Draper Company, San 
Antonio, has been appointed general 
agent of International Travelers Assur- 
ance of Dallas. Ray Culberson, formerly 
with American National and Great 


—— 
American Life, has been appointed map. 
ager of the life department of the agenc, 
and Mrs, Freda Skaggs manager of the 
accident and health department. 


Stickle Windsor, Ont., Manager 


Charles Stickle has been appointe; 
manager of the "new agency of Oger. 
dental Life just established at Win(. 
sor, Ont. He served with J. W. Mille; 
division manager for Canada, when \ir 
Miller was developing the Canadiay 
territory for Western Mutual Life. 











LaPrelle Is Group Supervisor 


R. D. LaPrelle has been appointe; 
group supervisor of the Kellogg Vay 
Winkle agency of Equitable Society jp 
Los Angeles. He is a graduate of the 
University of Texas and a C.L.U. He 
has been with the Van Winkle agency 
since 1932. 


Moore Promoted at Lubbock 


Kenneth D. Moore has been named 
Lubbock, Tex., manager for Great_Na. 
tional Life. He has been an agent 
there since 1939, when he opened an 
office for Great National. He is presi- 
dent of the Lubbock Association of 
Life Underwriters. 








Tom Maud, graduate of the Uni- 
versity of Texas and of Aetna Life's 
school for group men, has been ap- 
pointed assistant to Logan Campbell, 
Aetna Life group manager in San An- 
tonio, Tex. 

Norvy Mulligan has been appointed 
supervisor of the F. E. McMahon 
agency of Aetna Life in Minneapolis, 








Failed to Grasp Money 
When a $5 Bill Was 
Offered as a Reward 


M. S. Kirkpatrick of Grand Rapids, 
supervisor for the Wisconsin National 
Life in Michigan, gave a graphic sales 
demonstration at its convention. He 
called C. H. Blanchard, field supervisor 
at the head office to the platform and 
gave him a $5 bill, telling him to stretch 
it between his two hands holding them 
apart. Mr. Kirkpatrick stood behind 
Mr. Blanchard and held his wrists de- 
fying any one from the audience to come 
to the front and take the bill from Mr. 
Blanchard. 

No one volunteered and jit took two 
more appeals to induce some one to 
go forward. Finally a member from the 
audience went to the front and without 
difficulty extracted the bill from Mr. 
Blanchard’s hands. : 

Mr. Kirkpatrick said “That is your 
money. It is probably the easiest $5 
you ever earned, I wanted to show how 
timid agents are, how afraid they are 
to go forward when a $5 commission 1s 
in sight. We are all lethargic. We dis- 
like to move over when our goal 1s 
within easy reach.” 


Richmond Public Relations Dinner 


Several hundred men prominent in the 
business and financial. life of Richmond. 
Va., attended a public relations dinner 
sponsored jointly by the Life Agency 
Managers, Inc., and Richmond C. L. U. 
chapter. Holgar' J. Johnson, president 
Institute of Lifé Insurance, , discussed 
“Life Insurance as an Instrument 0! 
Democracy.” Another speaker was Al- 
bert W. Hawkes, president U. S. Cham- 
ber of Commerce. , 





M. E. Latham, who has been an ex- 
aminer for the Texas insurance depart: 
ment for 2% years, has been appointed 
director of mutual assessment insurance 
companies in the department. He suc- 
ceeds J. J. Timmins, resigned. 





“The modern version of an organized 
sale does not require the salesman t0 
give up any natural characteristics but 
enhances his selling ability by giving 
him a definite thing to say at a definite 
time.”—-N. T. Carson, agency secretary 
Security Mutual Life, N. Y. 
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Hoyer Receives Half Million 


in Apps at Agency Parley 


Ralph W. Hoyer, Columbus, O., gen- 

eral agent John Hancock Mutual Life, 
was presented with $500,000 of business 
secured in a 10-day campaign in his 
honor at the agency’s annual outing at 
Congress Lake. A business session was 
held in the forenoon followed by a 
juncheon at which J. Harry Wood, 
second vice-president, spoke. After an 
afternoon of recreation a testimonial 
dimer was held in the evening honor- 
ing Mr. Hoyer’s election as trustee of 
the National Association of Life Under- 
writers. Edward J. Kavanaugh pre- 
sided. 
The production campaign was a sur- 
prise to Mr. Hoyer. In making the 
presentation of business secured, he was 
given a scrapbook containing autographs 
of all agents, clever cartoons depicting 
his career in life insurance and personal 
letters written by home office executives 
and Mr. Hoyer’s close friends among 
general agents. ; : 

The Hoyer agency is now occupying 
third position in the country for the 
John Hancock, being headed only by 
Boston and New York. It has held this 
position for seven successive years. 
With eight C. L. U.s it leads all Han- 
cock agencies in this regard. 





Bentrup K. C. General Agent 

F. G. Bentrup has been appointed 
general agent of Bankers Life of Ne- 
braska in Kansas City area. He has 
been a successful producer for 16 years, 
beginning with Continental Life in 1925. 
Later he was with Sun Life and re- 
turned to it in 1938, working out of the 
St. Louis agency, after three years in 
the oil business. 





Bither Opens New Office 


PROVIDENCE, R. I.—The Bither 
agency of the Mutual Benefit Health & 
Accident and the United Benefit Life 
held. a special meeting in connection 
with the opening of its new offices here 
in the new Industrial Trust building. 
Speakers included Commissioner Morin 
of Rhode Island; W. E. Edgeworth, 
New York City resident vice-president, 
and State Senator W. B. Sweeney. 
Around 50 agents and brokers attended. 
Mr. Morin stressed the leading position 
the Mutual Benefit is playing in the 
production of accident and health busi- 
ness, A luncheon followed the gather- 
ing, 





Mutual Trust Agency Celebrates 


General Agent J. B. Hawkins at 
Worcester, Mass., for Mutual Trust 
Life, held a dinner for his agents to 
celebrate the winning of the President’s 
cup by the agency. The award was 
won for showing the greatest percent- 
age increase for the third quarter. and 
gives the agency permanent possession 
of the cup. 





Hoghe Agency Football Winner 


The Russell L. Hoghe agency of 
Equitable Life of Iowa in Los Angeles 
won the company’s annual football con- 
test and as. a..result Mr. Hoghe,, Blair 
M. Fuller, Roy Sheldon and Lee Irvin 
won a trip to the home office for a 
dinner Oct. 31, and will witness the 
ae ae football game the next 
ay. 


General American Honors Stone 


The General American Life Presi- 
dent’s trophy for the three month pe- 
tiod ending Sept. 30, has been awarded 
to H. A. Stone, general agent in 
Springfield, Mo. 

This award is made each quarter to 
the agency or branch producing the 
ighest percentage of increase in ordi- 
nary, group, and accident and_~ health 
over the corresponding period: of the 
previous year. : ib 


Clark Agency Has Luncheon 
with Talks by Notables 


An unusual program was enjoyed by 
35 agents of the J. M. Clark general 
agency of John Hancock Mutual in 
Peoria at a luncheon. J. A. Witherspon, 
president National Association of Life 
Underwriters, and Lowell L. Schwin- 
ger, Northwestern Mutual, Waterloo, 
Ia., took time from their attendance at 
the Peoria sales congress in which they 
spoke, to talk to the Clark agents. W. 
M. Houze, Chicago general agent John 
Hancock, also was a speaker. Mr. 
Witherspoon is Nashville general agent 
of that company. 

A special two-day campaign was 
waged preceding the meeting, and Mr. 
Clark was presented 27 applications to- 
taling $38,000 produced in the period. 

Prize brief cases were presented to 
George Hulson, of Colchester, October 
leader with 27 apps for $38,800 and 
Keith Smith, Kankakee, with 22 apps 
for $38,000, produced in a little over 
three weeks. Walter Richard, of War- 
saw, was third in volume with 21 apps 
for $21,000. 

The Clark agency has had great 
growth, with about 75 agents under 
contract and standing about 15th coun- 
trywide in John Hancock this year. 





Million Agency Gathers P 


The B. A. Million general agency of 
Northwestern Mutual Life in sguthern 
Indiana held its annual agency banquet 
in Evansville, Ind. Production honors 
were awarded to R. J. Moser, New AI- 
bany, and Fred and Grace Niederhaus, 
Vincennes, Speakers included J. J. 
Hughes, assistant director of agencies 
from the home office, and J. F. Doering 
and Dr. L. B. Hale, president, of Evans- 
ville College. Agents taking part in the 
program were: E. S. Anderson, Colum- 
bus, Ind.; C. F. Duke, Terre Haute, 
and Mr. Moser. 





Bushnell Talks on Programming 


Vance L. Bushnell, vice-president of 
Equitable Society, spoke on “Program- 
ming” at a meeting of the Masterson 
agency in Newark. 





Schultz Ore. Agency Organizer 
Gilbert Schultz, member of the $200,- 
000 Club, has been appointed agency 
organizer of the Oregon branch of New 
York Life. He was born in Portland 


\ 


Md 


YY WL NFS SS KH SAX SSR S¥ 


SASSSS 


Best Training Ground 


There is always considerable discus- 
sion as to where is the best training 
ground for a manager or general agent. 
Recently some of the companies have 
tound it desirable to take men to the 
home office, make them agency assist- 
ants and subsequently put them into ad- 
ministrative positions in the field. Usu- 
ally these men have been successful 
producers, perhaps unit managers or su- 
pervisors. Thus they have the field and 
home office experience. They have the 
opportunity of studying general agencies 
throughout the country. 

Some companies evidently hesitate to 
put home office trained men in the field 
because it may be difficult for them to 
have the proper field slant. Home office 
training, some say, tends to put the 
brakes on a man. He knows the people 
at headquarters and becomes suffused 
with home office sentiment. He is more 
ready to see why certain risks should 
rot be taken. D. R. McLennan of 
Marsh & McLennan, the well known 
Chicago agents, once said that his office 
would never take again a company man 
because it was very difficult for him to 
get the agency attitude. Mr. McLennan 
stated that a man connected with an 
agency needs to constantly “press” his 
company. The company man, especially 
ii he has had anything to do with the 
underwriting department, knows the 
rules and understands the attitude of the 
underwriting department. He questions 
the passing of a risk that the agent be- 
lieves should be taken. Comnanv train- 
ing, Mr. McLennan finds, dulls the 
edge. He had reached the conclusion 
that it did not pay him to take a com- 
pany man in his organization where 
business getting was involved. 

There may be some truth in this, but 








in 1914 and joined New York Life soon 
after his graduation from University of 
Oregon. He has made an outstanding 
record with the company, qualifying for 
the $100,000 Club in‘ his’ first full year. 


B. F. Dillingham Co., Ltd.,; of Hono- 
lulu, which has been general agent of 
West Coast Life of San Francisco in 
the Hawaiian Islands for 20 years, has 
been appointed also for the company’s 
accident and health division. Details 
were completed by F. D. Creedon, in- 
surance manager of Dillingham Com- 
pany, who has been in the United States 
for two months. 





the companies that have sent agency as- 
sistants to take charge of general agen- 
cies have found many of them highly 
successful. They have not been schooled 
during their entire career in the head 
office. They have had field €xperience. 
Some executives say that this is a very 
desirable condition. 


Personalizing Anniversary Gifts 


The insurance business is a great be- 
liever in celebrating anniversaries and 
staging testimonials. {t is common to 
present a gift to the persons so hon- 
ored but that always presents a prob- 
lem if the donors wish to avoid pre- 
senting a white elephant. A simple but 
an always appreciated gift is a collec- 
tion of friendly letters bound in a book 
with perhaps a few photographs: This 
is especially true with older men who 
are retiring after long years of service. 
They treasure such a memento far more 
than a gold watch or a silver service. 
It has an intimate personal appeal and 
certainly there is nothing more valu- 
able to any man than expressions of 
true friendship. The: -preparation of 
such material doesn’t have to be stand- 
ardized and with a little ingenuity. the 
donors can give it a touch of individ- 
uality befitting the honored person’s 
personality. 





Defense Bond Sales Teams 
Organizing in Chicago 


Team captains in the defense bond 
sales drive were appointed this week in 
the Chicago Association of Life Under- 
writers. There are 24, under direction 
of George Huth, Provident Mutual, and 
Edward Seese, Metropolitan, co-direc- 
tors. Each captain will have a team of 
10 men, or 240 in all. 

The Group Supervisors division will 
meet Nov. 3 to discuss its part in the 
drive, with George O. Brophy, chair- 
man, presiding. 


Getting at Night Workers 


In these days many industries are run- 
ning three eight-hour shifts. It was 
pointed out that here is an opportunity 
for agents to contact prospects in night 
shifts and also night workers at lunch 
counters, telegraph offices, railroad sta- 
tions, garages and other concerns which 
are open almost all night. Then when 
the shifts change in the larger industries 
there is an opportunity to catch one or 
two employes. 
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NEWS OF LIFE ASSOCIATIONS 


Witherspoon, National Chief Judge Explains Why Writing 
Is Concluding Long Trek Wills Is Lawyer's Job 


With more than 5,000 miles behind CORPUS CHRISTI, TEX. — A 
him in his initial barnstorming tour as closer understanding between the legal 
president of the National Association and insurance professions was_ seen 
st na 1 apt agg hic gg — the eg Os wee a 
spoon s onte Ww ssociation oO 1fe nderwriters here 
talks before local life underwriters as- when Judge Allen Wood of 94th district 
sociations before returning to his home court discussed the illegal probate of 
Pee ad a wills by individuals other than licensed 

fr. Witnerspoon € - attorneys, 
nois state association meeting at Pe- “Writing a will is practicing law with- 
oria and also the accompanying Peoria 64 4 license unless it is your own,” 
association sales congress last week. Judge Wood declared. “Lawyers go to 
He left Peoria to confer in Chicago on schooi and take a 90-hour course on 
og enn pager BP See rancho ee wills, A man who isn’t trained in law 
yl Te tat laa adn has no more business writing a will than 
secretary National association he has operating on a man for appen- 
: Weeda’ tase he went 0 Johnstown Pa dicitis, It is not a matter of selfishness 
to address the underwriters Oct. 27; that causes the writing of wills to be 
thence to ‘Buffalo N. Y., for a talk the Testricted to lawyers, but it is for the 
Aerio 4! protection of the public.” 


next day; Syracuse, Oct. 90; Roches- Judge Wood extended an invitation to 


ter, Oct. 30, and Utica, Oct. 31. m ; : 
: ational the life underwriters to appoint a com- 
After two days conferring at n mittee to work with a committee ap- 


headquarters in New York, Mr. Wither- ; . 

ade vill go to Toronto to speak at Pointed by President Gordon Boone of 

the meeting of the Life Agency Offi- the Nueces County Bar Association. He 

cers to be held Nov. 3-5; thence to also asked that life men register any 

Boston for an address Nov. 6. The Complaints against attorneys with the 

week end appeared to be open, but there Sas committee of the state bar 
association. 


was possibility last minute assignments ; so ’ 

might defeat Mr. Witherspoon’s plans President G. W. Wilkinson of the life 

to fly to Nashville for a hurried visit underwriters association accepted the 
invitation to appoint a committee to co- 


with his family and checkup on his : a 
general agency of the John Hancock operate with a committee from the bar. 
Henry Coutret, national committee- 


before filling a speaking engagement at al 2 
Hershey, Pa., Nov. 10 before the Gen- man, reported on the Cincinnati con- 
eral Agents & Managers Division. vention. 











Plan Houston Message Week 


The Houston Association of Life 
Underwriters is developing a complete 
program for the annual life insurance 
message week. This year the event 
will be held the week of Thanksgiving 
because of the close tieup between life 
insurance, the home and Thanksgiving. 

A speaker of prominence will deliver 
the actual message. Radio, newspaper 
and direct mail are being used to stimu- 
late interest in the area. The week’s 
activities will be brought to a climax 
with a banquet, attended by the heads 
of Houston civic organizations. All as- 
sociation members in towns and cities 
within a radius of 100 miles are being 
invited to assist. 


Witherspoon and Others on 
Southeast Kansas Program 


President John A. Witherspoon of the 
National Association of Life Underwrit- 
ers was the principal speaker at the an- 
nual sales congress of southeast Kansas 
life underwriters at Coffeyville. Mr. 
Witherspoon outlined National associa- 
tion objectives. 

In spite of floods over the area, more 
than 100 atended from Kansas, i 
souri and Oklahoma. Dr. K. W. Mc- 
Farland, superintendent of the Coffey- 
ville schools, was the luncheon speaker. 
Tom B. Reed, Great Southern, Okla- 
homa City, trustee of the National as- 
sociation, outlined “The 50 Recipes for 
Selling,’ and Lee Wandling, Wichita, 
Kansas chairman of the agents’ defense 
bond campaign, explained that project. 
Rev. Fred W. Condit, pastor of the 
Christian church, Parsons, talked on 
“Life Insurance from the Layman’s 





Defense Bonds Sales Stressed 
HOUSTON —Stressing the need for 


accelerating and strengthening national 
defense, Lewis Burwell told the Hous- 


Amarillo Speaker 








JOHN ARDEN 


John Arden, Great Southern Life, 
Waxahachie, will be one of the featured 
speakers at the West Texas sales con- 
gress in Amarillo, Nov. 17. “Building 
Prestige” is his topic. 








ton Association of Life Underwriters 
that selling insurance is now secondary 
to selling national defense bonds. “They 
don’t mean commissions to us_ but 
they do mean dividends in self-satis- 
faction and in protecting our national 
freedom without which our business 
enterprise is vain,” he declared. 

Mr. Burwell, who is general agent of 
Fidelity Mutual Life with Charlotte, 
N. C., and New York City headquarters, 
flew here in one of two airplanes which 
he uses in covering the field from Wash- 
ington, C. <A frequent visitor to 
congressional and legislative hearings 
on insurance, corporation and tax af- 
fairs, he urged nation-wide support of 
a movement to exempt insurance from 
estate taxation as a vital safeguard to 
economic security. 

“Inflation is here and more is com- 
ing,” he predicted, “and the world now 
known won’t be recognizable in Oc- 
tober, 1946. Insurance and all busi- 
ness must reshape their thinking, pre- 
pare for sacrifice and endeavor to do 
more business on a restricted market. 
Uncle Sam has moved in to live with 
us. We've got to support him. We’ve 





Standpoint.” 

At the general agents and managers 
session preceding the congress, speakers 
were Herbert A. Hedges, Equitable of 
Iowa, Kansas City, secretary National 
association; O. T. Cropper, Aetna Life, 
Topeka; Harry Lucas, Metropolitan, 


Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Kansas City; Paul Jernigan, Penn Mu- 
tual, Wichita; Jack Watson, Penn Mu- 
tual, Oklahoma City, and G. C. White, 
Prudential, Tulsa. 


Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 





T. Newkirk, Independence, was 
general chairman of the congress. F. A. 
Newberry, president of the Coffeyville 
association, welcomed agents. It was 
voted to continue the congress next year. 





Nunnelley Regional Chairman 

H. M. Nunnelley, Birmingham, presi- 
dent Alabama Association of Life Un- 
derwriters, has been named by President 


GLOBE LIFE INSURANCE Co. 


OF ILLINOIS 
WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company 


46 Years of Continuous Faithful Service 
to Policyholders 





John A. Witherspoon of the National 
association as regional chairman for the 
sale of national defense bonds, a post 
which Mr. Witherspoon formerly held. 
His territory includes Alabama, Louisi- 
ana, Mississippi, Tennessee and Ar- 
kansas. 


All Standard 





Jacksonville, Ill—Frederick A. Schnell, 
Peoria general agent of Penn Mutual, 
spoke on “Buying Security.” President 
W. J. Roberts appointed standing com- 
mittees. 


431 South Dearborn Street 





Writing Complete Line of Modern Policies with 


Ages (0-60) 
BROKERAGE BUSINESS ACCEPTED 
Modern Juvenile Contracts Full Benefits Age 5 


Write Us Topay For Particuars 


Provisions 


Chicago, Illinois 
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In its quarter century of 
experience Provident 
Life has steadily in- 
creased its capacity and 
enlarged its facilities to 
serve its clients through- 
out the Northwest. 

Its sound growth and 
financial stability have 
not been retarded by 
wars, epidemics or 
panics occurring dur- 
ing these twenty-five 
years of progress. 

With its traditional 
record of close relation- 
ship accorded both pol- 
icyholders and repre- 
sentatives, Provident 
Life invites your inquiry: 






PROVIDENT LIFE INSURANCE CO. 
BISMARCK, NORTH DAKOTA 
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got to study harder, work more dili- 
gently and plan better.” 





Peoria, rll.—Frank M. See, St. Louis 
general agent of New England Mutual 
Life, will address the next meeting Nov. 
90. It is planned to have a study course. 

gexas—G. Archie Helland, San Antonio 
general agent Connecticut Mutual Life, 
has been appointed chairman of the com- 
mittee on business practices. 

Mobile, Ala.—Thomas J. Huey, Pruden- 
tial, former president of the Birming- 
ham association, spoke on “Increasing 
personal Production.” He also stressed 
the value of membership in the local, 
state and National associations. 

Evansville, Ind.—A_ sales training 
course Will open Nov. 1. It includes a 
series of 28 lectures. 

Waterloo, Ia.—The Northeastern Iowa 
association has been changed to the 
Waterloo association. All members but 
one are Waterloo residents. 

Edwin H. Snow, Des Moines general 
agent Aetna Life, talked on “Life Insur- 
ance, a Hedge Against the Future.” 

Pueblo, Colo.—The annual party was 
held Oct. 24. Paul M. Clay, president, 
was in charge of the affair, which was 
open to the public. 

Portland, Ore.—R. C. Stratford of 
Whitcomb, Buell, Stratford & Co., tax 
counsel, spoke on “Tax Trend and Its 
Influence on Life Insurance.” 

Grand Island, Neb.—Floyd Eldredge, 
president of the Nebraska association, 
described the Cincinnati national meet- 
ing. 

Topeka.—Pendleton A. Miller, national 
committeeman and general agent New 
England Mutual, spoke on “Financial 
Democracy in Action.” 

Nashville, Tenn.—A. R. Jaqua, asso- 
ciate editor of Diamond Life Bulletins, 
spoke at the first fall luncheon meeting. 
Gale F. Johnston, former Metropolitan 
group supervisor in St. Louis and now 
field director of defense savings was a 


guest. E. T. Proctor, Northwestern Mu- 
tual, national committeeman, presented 
Sam Loventhal, Loventhal Bros., and 


Greene Benton, New York Life, C. L. U. 
certificates. . 

Cleveland — John M. Brown, Phoenix 
Mutual Life, Charlotte, N. C., will speak 
Nov. 13 on “Prestige Building.” 

The women’s division will meet Nov. 
7. Clarence Pejeau, associate general 
agent Massachusetts Mutual and presi- 
dent of the Cleveland association, will 
speak on “Prospecting.” 

Toledv, 0.—H. H. Bredlow, executive 
secretary of the defense savings staff 
for Ohio, discussed “The Life Under- 
writer and the Federal Defense Pro- 
gram.” 

Allen-Neosho County, Kan.—Glenn Ed- 
wards, Prudential, Iola, has been named 
secretary-treasurer. 

Wichita, Kan.— Elmer Moore, vice- 
president New York Life’s Top Club, 
Wichita, spoke on “Life Insurance and 
Taxation.” Plans for the school pro- 
posed for the winter months were out- 





lined by Levi B. Rymph, Aetna. Secre- 
tary Leo R. Porter, Lincoln National, 
chairman defense bond sales, reported 


that returns from the life underwriters 
“M Day” kick-off were still indefinite 
but that 60 percent of the Wichita firms 
were reported cooperating in the pay- 
roll deduction plan. 

New Orleans—Hilbert Rust spoke on 
“The Challenge of Today.” 

Chattanooga, Tenn.— George Clark, 
President of the Pioneer Bank, spoke on 
the relation of insurance to banking, 
followed by a general discussion. He 
Predicted that interest rates, both on 
bonds held by insurance companies and 
on loans secured by life insurance poli- 
cies, will continue low. 

Dailas—The association is actively co- 
operating in two major civic projects, 
the annual roll call of the American Red 
Cross and the national defense bond 
drive, Campbell Green, Southwestern 
Life, heads the bond drive group and 
Jerry Wertheimer, Indianapolis Life, the 
Red Cross fund solicitors. 

Bloomington - Normal, Il.—The Octo- 
ber meeting inaugurated a program of 
discussion and study under the general 
heading of “Efficiency in Selling.” 

Warren Shult, of National Life, dis- 
cussed “The Increased Incomé Tax Sched- 
ule.” Karl Gumn, assistant superintend- 


A&H PREMIUMS 


a up. Subscribe to The Accident & 
ealth Review and get your share. Only 
@ year, 175 W. Jackson Blvd., Chicago. 








ent of agencies, National Life of Ver- 
mont, spoke on “The Old and New in Life 
Insurance,” emphasizing the constant 
need for study of human reaction to the 
simple stories which illustrate life in- 
surance benefits just as well today as 
they have done since 1843, when the first 
legal reserve life application was taken. 

Little Rock—R. M. Williams, general 
agent John Hancock Mutual Life, spoke 
on “The Value of the C. L. U. Designa- 


tion.” Foster Vineyard, Aetna Life, re- 
ported on the National association con- 
vention. A C. L. U. diploma was pre- 


sented to George H. Wittenberg, Jr., John 
Hancock, and a certificate of proficiency 
to J. J. Bevan, New York Life. 

Kansas City—The association held its 
first fall luncheon meeting Thursday. 
Newell C. Day, general agent Equitable 
Life of Iowa, Burlington, Ila., spoke on 
“Color in Selling.” 


NEW YORK 











PEYSER AGENCY MOVES 


Percy A. Peyser, general agent of 
Manhattan Life, has moved into new 
and larger quarters on_the 30th floor, 
55 Liberty street, New York City. The 
office was formerly on the 20th floor. 
The new quarters are tastefully deco- 
rated and furnished in a_ restrained 
modernistic style. 





BIG GAIN FOR HOEY & ELLISON 


The Hoey & Ellison agency of 
Equitable of Iowa in New York City, 
of which E. J. Phelps is manager, has 
shown a tremendous increase over last 
year’s business. For the first nine 
months production amounted to $7,540,- 
000 as against $1,136,000 for the same 
period in 1940. The agency now leads 
the company. It also led in the com- 
pany’s annual five-week football con- 
test. Charles Montone, E. R. Burry, 
Harry Friedman, W. I. Rice, F. W. 


Sonstrom, W. M. Bramman and Mr. 
Phelps qualified in the contest for a 
trip to the home office in Des Moines 
and attendance at the lIowa-Indiana 
football game at Iowa City Nov. 1. 





ROSAN AGAIN CHAIRMAN 


Samuel D. Rosan of Union Central 
Life has been reappointed chairman of 
the New York City Life Underwriters 
Association’s law and legislation com- 
mittee. Mr. Rosan is also chairman of 
the board of the Independent Brokers 
Association of Brooklyn. Other mem- 
bers of the committee are C. D. Con- 
nell, general agent Provident Mutual; 
Lester Dodson, Massachusetts Mutual; 
Irwin D. Herzfelder, New England 
Mutual; George A. Kederich, New 
York Life; Julian S. Myrick, manager 
Mutual Life and Horace H. Wilson, 
general agent Equitable Society. 





H. N. SLOANE PROMOTED 

H. N. Sloane of the Times Square 
agency of Prudential has been promoted 
to assistant manager of that agency. He 
joined the agency in 1935 and became 








until his death in 1906; of Mr. Mage’s 
father joining in 1888 and continuing 
until his death about two years ago, and 
then of his own and Mr. Mage’s service 
with the company. 


Annotated Cal. Code Issued 


Printing of the California insurance 
code, annotated, has now been com- 
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agency assistant in 1938. He was 
awarded the C.L.U. degree in 1940. DONALD F. CAMPBELL | 
and | 
* ——= 1\DONALD F. CAMPBELL, JR. | 
COAST Consulting Actuaries and Public Accountants 

35 Years of Service 
160 North La Salle Street, Chicago, Illinois 

Tel. State 1336 

Mage Honored at Dinner 
LOS ANGELES—Sixty friends of WALTER C. GREEN 


John R. Mage, C. L. U., who on Dec. 1 
will become general agent of Northwest- 
ern Mutual Life as the junior partner in 
Murphy & Mage, tendered him a sur- 
prise luncheon. Included in the party 
were managers, general agents and 
agents, all close friends of the guest 
of honor. 

W. K. Murphy, senior partner of the 
firm, told of his father joining North- 
western Mutual in 1878 and remaining 
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pleted and copies may be secured from 
R. A. Gardner, superintendent bureau of 
publications and documents, State Capi- 
tol, Sacramento. 

Edited by S. L. Weinstock, former 
deputy legislative counsel and now 
deputy insurance commissioner, the vol- 
ume contains all amendments to the 
insurance laws of California enacted 
since 1939, with a legislative history of 
each section. It also contains all re- 
ported cases involving insurance which 
have arisen in California since its entry 
into the Union and federal and United 
States Supreme Court decisions in 
addition to those of the state courts. 
The volume -contains more than 1,450 
pages and will be sold for $7.50 per 
copy. 


Rules on Church Financing 


SAN FRANCISCO—Where a church 
board of trustees adopts a debt clear- 
ance plan under which certain members 
of the church contribute or agree to 
contribute specified amounts of money 
and the church issues notes which are 
termed “bonded” secured by a deed of 
trust covering the church property and 
the bonds bear interest at the rate of 
5 percent per annum, the church cor- 
poration must qualify under the provi- 
sions of the insurance code, according 
to Neil Cunningham, deputy attorney- 
general. As the interest is payable 
during the term of the natural life of 
the contributor, such a plan “constitutes 
the granting or issuing of annuities.” 





Employes Sponsor U. S. O. Dance 


Home office employes of California- 
Western States Life will play host to 
3,000 army men and their escorts when 
they sponsor a U. S. O. dance at Sacra- 
mento’s Memorial auditorium Nov. 8. 

In addition to providing financial 
support, the employes are making all 
arrangements, and professional enter- 
tainment will be featured, as well as 
acts by the service men. The employes 
will arrange introductions and dances. 
The group is the first in the city to 
sponsor such a dance. 





The Life, Accident & Health Insur- 
ance Women’s Club of Denver will 
stage a card party and fashion show. 
Officers will be installed Nov. 13. 


RECORDS 








NEWS ABOUT LIFE POLICIES 
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By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes / 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Sun Life of Baltimore 
Adopts Rate Increases 


Effective Nov. 1, rate increases for 
most policies of the Sun Life of Balti- 
more are being adopted. No change is 
made for the special low premium and 
the 5 and 10 year term contracts. Or- 
dinary life rates, ages 10 to 19 remain 
unchanged, age 20 showing an increase 
of 4 cents, the-rate of increase rising 
to a peak of 79 cents at age 50; age 60 
remains the same. All other policies 
included in the rate increase show an 
increase at all ages. A flat increase of 
90 cents per $1,000 at all ages is to be 
effective for the juvenile 20 year en- 
dowment; juvenile endowment age 18 is 
included in the rate increase. 


Premium Rates per $1,000 
(Waiver of Prem., Dis. Ben. included) 
Fam. Retire. Inc. 
20 20* Inc. Age Age 
Pay. Pay. 20yr. 60 65 





Standard Life, Ind.—During the period 
from July 1 to Oct. 1, sales each month 
more than doubled those of the preced- 
ing month. Insurance in force reached 
an all time high of $15,000,000 and as- 
sets were at a new peak of $915,000. 
Capital and surplus increased to $431,- 
000. 

Commonwealth Life—S eptember 
showed a gain of $1,625,770 in insurance 
in force. The total increase for the 
first nine months reached $10,258,410. 
The September gain was the largest for 
any one month in the conipany’s history. 

Bankers Life, Neb.—New bysinéss 
written. to Sept. 30 is 32.5 percent 
greater than for the same perigd last 
year. Each of the last seven months 
has shown an increased volume of new 
business, 


CALLED 10 SERVICE 


The claim department of Equitable 
Society in Chicago lost one man to the 
army and gained one back. George 
Hitchcock, district claim representative, 
has gone on active duty as a first lieu- 
tenant and assistant executive officer 
at Fort Sheridan, Ill. Philip E. Potter, 
assistant district claim representative, 
has been discharged from the army 
after almost a year of duty at Chanute 
Field, Ill. He was over the 28 year 








maximum age recently passed. 





Age Life Life Opt. Rid. F. M. 

$ $ $ $ $ $ 
10 ...18.10 20.30 27.38 .... 22.20 16.84 
15 13.70 21.85 28.55 .... 26.09 19.41 
20 ...15.02 23.92 30.81 4.59 31.09 22.63 
21 ...15.39 24.37 31.23 4.60 32.23 23.35 
22 .-15.77 24.83 31.66 4.61 33.46 24.10 
23 -16.17 25.30 32.09 4.62 34.75 24.91 
24 .-16.60 25.78 32.63 4.64 36.13 25.77 
25 .-17.05 26.27 33.08 4.66 37.62 26.68 
26 ...17.51 26.77 33.53 4.68 39.19 27.65 
27 = ...18.00 27.29 34.00 4.70 40.89 28.68 
28 ..18.51 27.83 34.49 4.73 42.58 29.71 
29 .-19.05 28.39 34.99 4.75 44.52 30.88 
30 .-19.61 28.98 35.53 4.86 46.60 32.12 
31 ..20.20 29.60 36.24 5.04 49.06 33.42 
32 ..20.83 30.25 36.98 5.24 51.45 34.81 
33 =... .21.50 30.93 37.74 5.47 54.05 36.30 
34 ...22.21 31.65 38.62 5.78 56.85 37.91 
35 .-22.96 32.40 39.50 6.14 59.90 39.63 
36 23.76 33.19 40.49 6.57 63.30 41.80 
37 . 24.60 34.02 41.57 7.06 67.02 43.86 
38 .25.47 34.88 42.64 7.61 170.82 45.94 
39 .26.38 35.78 43.73 8.20 75.28 48.32 
40 ...27.33 36.72 44.96 8.84 80.22 50.93 
41 . 28.33 37.69 46.18 9.55 84.67 53.74 
42 ...29.3 8.69 47.38 10.33 90.62 56.81 
43 .-30.51 39.72 48.69 11.17 96.92 59.95 
44 .-31.69 40.80 -.- 12.09 104.45 63.63 
45 . -382.94 41.93 13.09 113.31 67.69 
46 . 34.26 43.13 14.18 122.54 71.34 
47 -35.66 44.39 15.37 133.87 76.23 
48 ...37.14 45.72 16.66 145.53 81.35 
49 38.71 47.11 18.07 161.07 87.48 
50 40.37 48.55 19.62 178.66. 94.44 
51 -42.08 50.04 ete ere |) 
52 43.86 51.59 ovse JaaeeD 
5 -45.71 53.21 120.77 
54 -47.63 54.90 133.28 
55 .49.62 56.66 147.40 

60 62.99 68.48 Sac 
*Several options available end of 20 


years. 
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The Boston Mutual 
LIFE INSURANCE Co. 


1891 GOLDEN 1941 
ANNIVERSARY 


An old New England company of 
high character and standing. It is 
known for its conservative man- 
agement and strength. 


JAY R. BENTON, President 


EDWARD C. MANSFIELD, 
Secretary-Treasurer 


HOME OFFICE 


Boston, Mass. 











Presbyterian Ministers 
Fund Issues New Policy 


A double protection endowment at 
age 65 is now being issued by Pres- 
byterian Ministers Fund to men_ be- 
tween the ages of 20 and 50. First 
year’s premium is one-half of subse- 
quent premiums, but dividends are 
payable after the first year which may 
be used to reduce the second and sub- 
sequent premiums. The policy pro- 
vides double protection to age 65. At 
65, insured may take cash, a participat- 
ing paid-up policy or a monthly life 
income. The rates quoted below pro- 
vide $5,000 insurance to 65; maturity 
cash value of $2,500, or $3,450 paidup 
life policy, or $20 monthly life income. 


1lst 2nd 1st 2nd 

Age yr. there- yr. Age yr. there- yr. 
ia 2 al div. “— after div. 

$ 

20 38.50 77.00 20.60 35 57.90 115.80 23.80 
21 39.40 78.80 20.70 36 60.00 120.00 24.20 
22 40.30 80.60 20.90 37 62.20 124.40 24.60 
23 41.20 82.40 21.00 38 64.60 219.20 25.00 
24 42.20 84.40 21.10 39 67.10 134.20 25.50 
25 43.20 86.40 21.30 40 69.90 139.80 26.10 
26 44.30 88.60 21.50 41 72.90 145.80 26.60 
27 45.50 91.00 21.70 42 76.10 152.20 27.20 
28 46.80 93.60 21.90 43 79.70 159.40 27.90 
29 48.10 96.20 22.20 44 83.50 167.00 28.79 
30 49.50 99.00 22.40 45 87.80 175.60 29.60 


92.50 185.00 30.60 
47 97.60 195.20 31.80 
48.103.40 206.80 33.00 
49 109.80 219.60 34.40 
50 117.00 234.00 36.00 


31 51.00 102.00 22.60 46 
32 52.50 105.00 22.90 
33 54.20 108.40 23.20 
34 56.00 112.00 23.50 





Church Life Adopts 212 of Basis 


Church Life, affiliated with the Prot- 
estant Episcopal Church, has increased 
its premium rates effective Jan. 1 to 
place them on a 2% percent basis in- 
stead of 3 percent. Directors also recom- 
mended increasing capital from $100,000 
to $250,000 by declaring a stock dividend 
from earned surplus. The company in- 
sures Episcopal clergymen, active lay 
workers and their families. 


— 


Flanders Joins National : 


Underwriter in the East 


BOSTON — Malcolm B. Flanders 
he~ joined the sales organization of Typ 
NATIONAL  Unnpe. 
WRITER at its Bog. 
ton office, 944 Park 
Square building. 
His territory wijj 
include all of the 
New England 
states, New York 
state and_ easterp 
Canada. Mr. Flan. 
ders is a former 
resident of South 
Royalton, Vt. 
where he attended 
school, later going 
to the Naval Acad- 
emy in Annapolis, 

Upon leaving the 
academy he joined 
the investment ¢e- 
curities firm of Lee 
Higginson & Co, of 
Boston. He then went with the Place 
Agency of Aetna Life there, and later 
joined the Cambridge Associates of 
Boston. This organization furnishes 
service to newspapers and other dis- 
tributors of information. 

After leaving Cambridge Associates in 
1939, Mr. Flanders published “Estate,” 
a monthly paper sold to life insurance 
men for distribution to their prospects, 
the publication of which he has now 
discontinued to devote all of his time to 
sales work for THE NATIONAL Unorr- 
WRITER. 





M. B. Flanders 





Open Detroit Advanced Course 


DETROIT—Paul Speicher, R. & R. 
Service, gave the first of a series of 
lectures on advanced underwriting, 
which has more than 200 enrolled, 
largely from Detroit although there 
were registrations from as far away as 
Battle Creek. 

This 25-week course is sponsored by 
the Detroit C.L.U. chapter, with the co- 
operation of the Detroit Association of 
Life Underwriters and the General 
Agents & Managers Association. The 
presidents of the three sponsoring or- 
ganizations, H. N. Phillips, J. L. Lee 
and S. W. Ryan, spoke briefly. 
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Fidelity Life Production Up; 
Plan Convention Dec. 15-16 


A substantial gain in production was 
reported for the first nine months this 
year over the same period last year 
by President Walter C. Below of Fi- 
delity Life, Fulton, Ill, Since the first 
of the year $3,930,600 of new protection 
has been sold, President Below stated, 
and the society is experiencing the best 
gains in membership and insurance in 
force of any time in the past decade. 
Prospects for 1942 are bright and plans 
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atten 
3 or are being made greatly to expand the 
ul Acad. sales force. . f 
Mapolis, “At no previous time has legal re- 
ving the serve life insurance been in such great 
» joined favor with the insuring public,” he said, 
ent se. “The ordinary life contract is still 
of Lee the favorite in the field and although 
¢ Co, of we have a complete range of modern 
e Place protection plans, ordinary life outsells 
id later the next largest selling plan by nearly 
ites of 3 to 1, proof of the amazing versatility 
rnishes of this old standby.”| | . : 
er dis. Fidelity Life is active in the juvenile 
i field-and is selling an increasingly large 
ates in percentage of life insurance on the lives 
State,” of boys and girls. It has more than 
urance $9,000,000 of this type of protection on 
spects, the books. This society, which recently 
; now celebrated its 45th anniversary, in its 
ime to history has paid out cash benefits to 
TNDeR- members and beneficiaries of more than 
$35,000,000, and last year paid out more 
than $1,000,000 in claims, dividends, etc. 
The annual convention of the sales 
rse department will be held in Chicago Dec. 
&R 15-16, attended by a large number of 
es of sales representatives from the 11 states 
‘iting, in which the society operates. A. R 
olled Colvin is general sales manager. 
there Awards will be made to members of 
Ay as the 1941 $100,000 Club, which has the 
largest membership in the club’s his- 
d by tory. It. is open to representatives who 
agi have written at least $100,000 of new 
<2 life insurance in the club year. 
leral 
The 
< Pennsylvania Congress to 


Hear Noted Speakers 


Commissioner Taggart of Pennsyl- 
vania, T. R. Heaney, president National 
Fraternal Congress, and Frank E. Hand, 
head of Independent Order of Foresters, 
Toronto, will address the annual meet- 
ing of the Pennsylvania Fraternal Con- 
gress to be held Nov, 13-14 in Wilkes- 
Barre, 

O. A. Kottler, recorder of Artisans 
Order of Mutual Protection, Philadel- 
phia, will discuss the selective service 
act as it pertains to fraternal societies. 
Miss Lois Patrick, first vice-president, 
will respond to greetings from Mayor 
Loveland of Wilkes-Barre and others. 
Reports will include those of President 
John Masich, H. Bruce Meixel, secre- 
tary-treasurer, and H. C. Moore, chair- 
man credentials committee. 

_ In the afternoon session speakers will 
include J. A. Willow, legal adviser, Na- 
tional Slovak Society, and member. 
National Fraternal Congress executive 
committee; Walter Basye, editor of 
Fraternal Age”; Francis Taptich, presi- 
dent United Societies of Greek Catholic 
Religion, who will speak on “Youths 
Congress”; Samuel H. Hadley, head of 
| £§ Protected Home Circle, “Lodge Activ- 
| ity’; J. L. Wilmeth, Junior Order 
| United American Mechanics, “Reminis- 
cances of a Past President”; P. C. Stur- 
man, secretary Slovak Evangelical Union, 
: re seriialionn Is Patriotism,” and Arthur 
: » tlamilton, secretary-manager, “Fra- 
a Monitor.” A banquet will be held 
that evening followed by dancing, 
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Evans New President of 
Kentucky Congress 


Evan C. Evans, Bowling Green, Ky., 
state .manager of Woodmen of the 
World, was elected president of the 
Kentucky Fraternal Congress at the 
annual convention. Others chosen were: 
First vice-president, Miss Inez Lincoln, 
Newport: second vice-president, Mrs. 
Eva O’Donnell, Paducah, and secretary- 
treasurer E. H. Palmer, Lexington, 
W. D. Chester, Louisville, is retiring 
president. 

Miss Lincoln is connected with 
Woman’s Benefit, Mrs. O’Donnell with 


Royal Neighbors, Mrs. Palmer with 
Maccabees. Mrs. Jessie Houston is 
chaplain. 


A banquet was held, with a musical 
program and an address by J. T. Oren- 
dorf on “What Fraternal Orders Can 
Do Toward Effecting Universal Peace.” 

In the business session, there were 
talks on “Cooperation Between the 
State Manager and Field Workers” by 
E. H. Palmer, state manager of Mac- 
cabees; “The Value of the Lodge and 
How to Promote Its Activity,” by W. 
D. Chester; “The Plus Benefits of the 
Fraternal Insurance Certificate,” by 
Max Hurt, Woodmen of the World. 

Paducah was selected as the place 
for the next meeting and it was de- 
cided to hold a fraternal day celebra- 
tion at Louisville next April or May. 





Modern Woodmen Managers 
Meet at Head Office 


Modern Woodmen state managers 
held their annual meeting at the head 
office in Rock Island, Ill. All members 
of the board and resident officials at- 
tended the two-day conference, which 
was in charge of Oscar E, Aleshire, 
president. 

Sessions were given over largely t 
discussions of sales methods, led by 
Clyde Minard, field supervisor. Others 
presenting subjects were John C. Phil- 
lips, assistant president; Dr. E. A. An- 
derson, medical director; F. J. Gadient, 
actuary; Ted B. Numsen, underwriter, 
and R. H. Platt of the field department. 
A complimentary banquet was given the 
group the first evening. 


Schultz Elected President 
of lowa Congress 


R. W. Schultz, Aid Association for 
Lutherans, Waterloo, Ia., was elected 
president of the Iowa. Fraternal Con- 
gress at its annual meeting in Des 





Moines. He succeeds Lyle Brown, Des 
Moines, Iowa manager of Modern 
Woodmen. 


Other officers elected are Mrs. Flor- 
ence M. Bridges, Royal Neighbors, Des 
Moines, vice-president; R. G. Twogood, 
Iowa manager of Maccabees, Des 
Moines, second vice-president, and 
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G. M. Bird, “Fraternal Field,’ Cedar 
Rapids, secretary-treasurer. 

Directors elected are Mrs; Margaret 
Best, Woodmen Circle, Sioux City, 
Otto D. Durr, Aid Association for 
Lutherans, Cedar Rapids; James Mc- 
Abee, Woodmen of the World, Omaha, 
Boone, and Mrs. Rose Harvey, Spirit 
Lake. 

Speakers included Oscar E. Aleshire, 
president of Modern Woodmen, Rock 
Island, Ill., on “Knowledge Is Power;” 
State Senator George M. Faul, Des 
Moines and Lyle Brown. More than 100 
delegates attended the meeting. Mr. 
Aleshire installed the new officers. 

Mr. Twogood digested Maccabees 
practices in selling groups, a subject 
discussed at the San Francisco conven- 
tion of N. F. C. by J. E. Little, Macca- 
bees’ actuary and field director. Mrs. 
Grace W. McCurdy, head of Royal 
Neighbors, extended greetings from the 
N. F. C. and discussed the work of 
state congresses, 

J. C. Phillips, assistant to the presi- 
dent, Modern Woodmen, summarized 
the persistency of business report of his 
special committee of the National Fra- 
ternal Congress, giving results of a 
questionnaire to the societies. G. H. 
Oram, Order of Railway Conductors, 
reported on legislation. 





Bradshaw Foresees Great 
Era of Rebuilding 


The democracies will win the war, but 
free government will be bled almost 
white, De E. Bradshaw, president Wood- 
men of the World, Omaha, declared in 
a radio.address at the Texas state fair 
“Fraternal Day.” Europe must be re- 
built after the war. 

“Who will have the knowledge of how 
they should be rebuilt?” he asked. “Who 
will have the capacity to procure the 
necessary machines for the manufactur- 
ing of the electrical implements, the steel 
implements and all of the other things 
which go into the reconstruction of this 
desolated world? 


Converting Machines to Peace 


“The United States has the men, the 
laborers who can perform the work. The 
United States has men of far-seeing 
vision, men who can extract from the 
mines and from the forests and from 
the face of the earth the necessary things 
and produce them to rebuild this part of 
a devasted world, and it seems to me 
that there will be 15 years of the great- 
est business activity ever known in the 
history of the United States. We should 
be working now, preparing for that pe- 
riod and we are in the sense that we 
will be able to utilize all the manufac- 
turing plants which we have produced 
for war material in the construction of 
those things which can be used in the 
peaceful era.” ; 

He said we have faith in this country 





that the people of the world will be 
willing to lay aside their arms because 
they will have learned how futile are the 
bomber and the cannon. Mr. Bradshaw 
said the people of this country will have 
a great opportunity to serve their fellow 
men in helping them to rebuild and re- 
gain their faith. 





Indiana Congress Program 
for Nov. 7-8 Announced 


Commissioner Viehmann of Indiana 
and several leading fraternalists will 
address the annual meeting of the 
Indiana Fraternal Congress to be held 
Nov. 7-8 in the Lincoln hotel, Indian- 
apolis. On the program also will be 
Alex O. Benz, president Aid Associa- 
tion for Lutherans, Appleton, Wis., 
immediate past president National Fra- 
ternal Congress; E. J. Bullard, chair- 
man Modern Woodmen; Norton J. Wil- 
liams, president Equitable Reserve, 
Neenah, Wis., vice-president N. F. C.; 
Franklin B. Mead, Jr., Lincoln National 
Life, who will speak on investments, and 
Philip J. Walsh, Indiana manager 
Hooper-Holmes Bureau. 

Mayor E. J. Jeffries, Jr., of Detroit 
will discuss the legal phases of life in- 
surance. Mrs. Ruby Gene Lilliken, 
youth director of the congress, will 
report on activities and A. C. Palmer 
of R. & R. service will speak. 

There will be a field special luncheon 
the first noon and the annual banquet 
that night followed by a dance. 

Raymond Trout, Indianapolis, is 
president, Margaret Garrity, Indian- 
apolis, vice-president, and A. F. Faubel, 
Indianapolis, secretary-treasurer, 





Illinois Congress Program 


Selling methods and conservation of 
business will be emphasized at the an- 
nual meeting of the Illinois Fraternal 
Congress in the Pere Marquette hotel, 
Peoria, Nov, 1-14. The tentative pro- 
gram was announced this week by Wal- 
ter C. Below, president, who is head 
of Fidelity Life, Fulton, Ill. 

A colorful fraternal demonstration in 
the hotel is being planned for Friday 
afternoon. Many societies will send 
drill teams. 

Among the speakers scheduled are 
Thomas R. Heaney, president National 
Fraternal Congress, Chicago; Norton J. 
Williams, vice-president N. F. C. and 
president Equitable Reserve, Neenah, 
Wis.; Henry R. Freitag, president Press 
Section, N. F. C. and director of pub- 
licity Modern Woodmen, Rock Island, 
Ill.; Fred A. Johnson, chairman educa- 
tional committee F. C. A. and general 
organizer Royal League, Chicago; C. D. 
De Barry, vice-president Fraternal Field 
Managers Association and director of 
sales C. O. F. A banquet will be held 
the evening of Nov. 1. 
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AGENCY MANAGEMENT 





Producers Tell What They 
Expect of Their Managers 


“SAN ANTONIO, TEX.—A ‘panel 
discussion of “What Do We Expect of 
the Manager?” was presented before the 
San Antonio Managers Club by G. V. 
Jackson, Lincoln National; A. J. Bal- 
lard, Minnesota Mutual Life, and Julian 
Blair, Aetna Life, all personal pro- 
ducers, : 

The producers asked that the man- 
ager be available to answer questions on 
home office practices or have someone 
in the office who can answer the ques- 
tions, The manager should see that his 
men are in the field making calls and 
securing interviews. He should guide 
new agents away from the use of tech- 
nical terms which mean little to the 
prospect, 

Mr. Ballard told of letters sent out 
from the home office as an aid in keep- 
ing the agent in the field because he is 
held responsible for the mailing of these 
letters to selected names. He credited 
these letters with keeping him in the 
business when he was a beginner. 

Mr. Jackson emphasized that the 
manager should bring home to the new 
recruit the idea that he must go out 
with the determination that he will sell 
rather than with the attitude that he 
will give the business a trial. 

Mr. Blair then told of two agents 
who asked Vice-president S. T. Whatley 
of Aetna Life to tell them how to get 
out of a slump which had hit them, Mr. 
Whatley suggested that for two weeks 
these agents make a detailed report of 
their activities and send the reports to 
him at the end of this time. Mr. Whatley 
later received a letter stating that the 
slump was over and that it would be 
unnecessary for him to study their re- 
ports. All agreed that this was an ex- 
ample of leading rather than driving 
men, 

It was also developed that managers 
should give the prospective agent a true 
picture of what to expect the first year 
or two, that an agency secretary is 
desirable to avoid the too frequent inter- 
ruption of the. work of the cashier, and 
that private offices for interviews with 
those who may come to the office for 
information ‘are desirable. The discus- 
sion closed with the thought that no two 
men work in exactly the same way and 
that. individualities must be considered 
and personalities must be respected. 





Marshall Birmingham Chief 


Frank Marshall, Metropolitan Life, 
has been installed as new president of 
the managers section of the Birmingham 
Association of Life Underwriters, suc- 
ceeding Capt. Hugh Dent, Equitable So- 
ciety. H. B. Wood, Pacific Mutual Life, 
is vice-president. The secretary-treasurer 
is to be named later. 

At the October meeting T. J. Twenty- 
man, advertising manager of Loveman, 
Joseph & Loeb, spoke on “National 
Advertising and Life Insurance.” 





Round Table on Prospecting 


A round table discussion on prospect- 
ing was held at the meeting of the Pitts- 
burgh Supervisors Club. , 

Among the proved systems discussed 
were prospecting by mail, sending sou- 
venirs to prospects, and telephone pros- 
pecting, 





Metcalf Elected in Denver 


At the annual meeting of the Denver 
Managers & General Agents Associa- 
tion the following officers were elected: 
President, Elmer L. Metcalf, National 
Life of Vermont; vice-president, C. Earl 
Davis, Connecticut General; secretary- 
treasurer, Milton V. Stenseth, Business 
Men’s Assurance; directors, M. E. Mc- 
Kibben, Acacia Mutual, and Frank H. 
Devitt, Security Life & Accident. 





Cooperation Stressed as 
Key to Cashier’s Success 


SAN ANTONIO, TEX.—J. L. Law- 
rence, cashier and associate general 
agent here of Lincoln National Life, 
talked to the San Antonio Association 
of Life Agency Cashiers on problems of 
the cashier. Cooperation among office 
workers is the solution of most prob- 
lems, he said. Under new wages and 
hours law only half of the girls work 
Saturday mornings which necessitates 
complete cooperation of personnel. He 
trains his office girls to be thoroughly 
familiar with all details handled in the 
office so they assist each other. 

In stressing the need for cooperation 
with agents, Mr. Lawrence pointed out 
that some cashiers take their own per- 
sonal tasks too seriously, forgetting that 
it is the work of the agent in the field 
that creates the need for a cashier. He 
emphasized the need for courteous con- 
sideration of all needs of;the man in the 
field so that the agent may not lose 
unnecessarily time in the office. At times 
agents are unreasonable but good ste- 
nographers are much more easily secured 
than good personal producers, The agent 
who must make eight or 10 calls each 
day to succeed has a hard and dis- 
couraging time meeting the rebuffs of 
those to whom he is trying to sell with- 
out experiencing the same treatment in 
his own office. 

Mr, Lawrence stressed the importance 
of keeping the goodwill even of seem- 
ingly unreasonable policyholders who 
call at the office, pointing to the fact 
that 60 to 80 percent of new business is 
written on or through old policyholders. 
Oftentimes remarks or requests of 
policyholder point to a sales opportunity 
which can be passed on to an agent. 





Utah Managers Honor Kent 


The October meeting of the Utah 
Life Managers in Salt Lake City 
honored S. A. Kent, who leaves soon to 
become manager of Prudential in Des 
Moines, He has been Salt Lake City 
manager for 3% years. Mr. Kent was 
presented a desk clock. 





Miss Lulu K. Karrer, vice-president 
of the Life Agency Cashiers Association 
of Columbus, is with Equitable Life of 
Iowa. She was wrongly identified as 
with another company. 


C.L.U. 


To Decide on Minn. Activities 

_ ST. PAUL—What educational activi- 
ties the C.L.U., will carry on in Minne- 
sota this winter probably will be de- 
termined Nov. 13 when John P. Wil- 
liams, educational director of the 
American College, comes to the Twin 
Cities. He will spend a full day here 
and at Minneapolis. He will be guest 
at a dinner in St. Paul. 

The St. Paul chapter is making a 
survey to ascertain how many prospec- 
tive. candidates there are and how 
many present members want to con- 
tinue their educational work. The 
University of Minnesota will give a 
course this winter. 














Moynahan Peoria Speaker 


Peoria C.L.U. chapter held a break- 
fast meeting honoring J. D. Moynahan, 
Metropolitan, Chicago, president Amer- 
ican Society of C.L.U. Present were 
Earl- M. Schwemm, Chicago manager 
Great-West Life; L. M. Buckley, New 
England Mutual, Chicago; R. R. Reno, 
manager Equitable Society, Chicago. 
Don: B. Murphy, chapter president, 
presided. 

Mr. Moynahan stressed that C.L.U. 
degree holders represent about 1 per- 





cent of all life agents. These, he feels, 
should serve as “missionaries” in 
spreading the idea of the benefits to be 
derived from educational effort. They 
can interest many underwriters in 
studying for the degree. He empha- 
sized that many in the past have suc- 
cessfully negotiated one or two sec- 
tions of the course but failed in one 
or more and become discouraged. Mr. 
Moynahan said C.L.U. men and women 
should point out to such persons that 
they may have failed to pass by only a 
“hair” and by little additional effort 
they could secure their degree. 

The joint association-C.L.U. meeting 
plan initiated in Chicago is spreading, 
he commented. In Chicago this meet- 
ing draws nearly as large attendance as 
the annual sales congress. 





Pay Tribute to E. G. Brown 


DALLAS—For his contribution to 
life insurance education over nearly a 
score of years, members of the Dallas 
C.L.U. chapter paid tribute to E. G 
Brown, vice-president and actuary 
Southwestern Life, at a congratulatory 
luncheon. Mr. Brown has taught the 
C.L.U. study classes in Dallas since 
1927. He has refused to accept pay 
for his work. Henry S. Miller, Jr., 
Bankers Life, president, on behalf of 
the Dallas chapter, presented Mr. 
Brown with a desk clock. 

Mr. Brown started with the actuarial 
department of the Metropolitan Life in 
August, 1911. He joined the Colum- 
bian National Life as actuary in April, 
1918, and then became actuary of the 
Southwestern Life in August, 1920. He 
was made vice-president and actuary in 
1929. 





Start Course in Birmingham 


The Birmingham Association of Life 
Underwriters is organizing C. L. U. 
study classes. H. Martin Nunnelley is 
chairman of the educational committee. 
W. S. Owen, Sun Life, will teach Part 
A and instructors of the University of 
Alabama center will teach Part B. 





Detroit Course Attracts 290 


DETROIT—With scores of last-min- 
ute registrations, Detroit C. L. U. chap- 
ter’s 25-week educational course got 
under way with 290 paid students at- 
tending. Many outstanding managers, 
underwriters and tax experts, trust offi- 
cials, etc., will speak. 





Plan Chicago Party Nov. 6 


a 
The annual fall party of Chicago 
C.L.U. chapter will be held Nov. 6. R. 
J. Curry, Aetna Life, is arrangement 
chairman. Twelve new C.L.U. degree 
holders will be introduced. 








Miss Bliven to Larger Post: 
Mrs. Du Paul Is Advanced 


Mrs. Marion DuPaul has been placed 
in charge of the women’s division of 
the home office agency of Penn Mutual 
Life. The division has been under the 
leadership since its inception in 1930 of 
Miss Sophia W. Bliyen who is resigning 
in order to expand her actvities in the 
study and development of the women’s 
— et for insurance in the national 
field, 

Mrs. DuPaul has been associated with 
the organization virtually from its be- 
ginning. She will be assisted in her 
supervisory work by Mrs, Helen E. 
Heydrick, who has been associated with 
Miss Bliven in this capacity. 

This group of women was organized 
at the time John A. Stevenson, now 
president of Penn Mutual, was leader. of 
the home office agency. The organiza- 
tion is now producing in excess of $3,- 
000,000 of business annually. Seven of 
the original 10 associated with the group 
are still active and successful. 





Order revised edition of “Life Insur- 
ance and Federal Tax Laws,” prepared 
by Diamond Life Bulletins. 50c a copy. 
National Underwriter, 175 W. Jackson 
Blvd., Chicago. = 
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Outlines Insurable 


Interest of Women 


Dr. Archibald C. Wilson, assistant 
medical director of Connecticut Gen. 
eral Life, makes some interesting ob. 
servations upon women as_ insurance 
risks. He concludes that the business 
of the woman who has an insurable jp- 
terest and is not “industrial grade” 
should prove particularly good. 

The insurable interest of the self sup. 
porting single woman who is interested 
in building an estate is obvious, he ob- 
served. She may wish to supplement 
her social security benefits, her savings or 
the pension that she is to receive on her 
retirement. 

Today a large share of the national 
wealth is in the hands of women, 
Wealthy women have a definite need for 
insurance for estate settlement and tax 
purposes, 


Where Husband Is Uninsurable 


The mother of children whose hus- 
band is in poor health and uninsurable 
is a good prospect because should she 
die without insurance the orphaned chil. 
dren would be deprived of advantages, 
The employed widow with minor chil- 
dren also has a need. 

Women who are in business on their 
Own account or as a result of the death 
of the husband have a need for business 
insurance that is just as real as that of 
a man. 

Until comparatively recently applica- 
tions on the lives of women were re- 
garded skeptically. The few companies 
that insured women charged a higher 
premium than that for men. Under- 
writers justly feared speculation and 
doubted that the mortality would be as 
favorable as that of men. However 
changes have come about that made the 
underwriting of women possible. 

Great strides have been made in com- 
bating conditions that were formerly fre- 
quent contributors to premature deaths 
among women. Maternal mortality has 
been reduced materially and the decrease 
has been particularly marked among 
women of better economic status. Ad- 
vances in diagnosis and surgical treat- 
ment of tumors and other diseases pecu- 
liar to women have also resulted in ap- 
preciable mortality savings. 

Whereas occupational hazards, greater 
exposure to the elements, hard physical 
labor, worry and strain of making a liv- 
ing in a highly competitive world all 
take an excess toll of the male popula- 
tion, the life of the woman in good cir- 
cumstances is better ordered. She has 
a more regular routine and normal mode 
of life. Few such. women share their 
husbands’: business worries. They are 
not under heavy mental strain. 

The underwritine problem so far as 
women are concerned is not one of sex 
but rather a question of possible specu- 
lation. Unless a definite need for the 
insurance can be demonstrated, the con- 
tract degenerates to a straight gamble, 
with the odds heavily against the com- 


pany. F 

When children seek to insure their 
dependent mother, speculation looms 
large as a possible explanation. She 
may be able to pass a physical examina- 
tion but the children know and she may 
— she is slipping and has begun 
to fail. 


New York A. & H. Club Meets 


NEW YORK—The Accident & 
Health Club held its first fall meeting 
this week, the occasion being designated 
as “Historical Night.’ James R. Gar- 
rett, manager National Casualty, pre- 
sided as chairman of a committee con- 
sisting of past presidents. The club had 
made a special campaign to insure the 
attendance of as manv as possible of the 
past officers of the club. 








Hart Week. Sales $1,099,052 


During a one week drive centering 
about the birthday of Vice-president 
Hugh D. Hart, production of Illinois 
Bankers Life amounted to $1,099,052. 
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Top Producer Outlines 


Four Point Success Plan 


DETROIT—There are four primary 
essentials for success in life sales work, 
R. S. Koehler, Jr., Pittsburgh, Mutual 
Benefit volume leader since 1929, told 
more than 300 members of Qualified Life 
Underwriters of Detroit, speaking on 
“Four Rules for Personal Success.” Mr, 
Koehler was introduced by E. J. Dore, 
Mutual Benefit, program chairman. 

The agent should develop a workable 
and practical plan of operation; limit 
his operations to a market which he can 
cover efficiently; keep simple but ade- 
quate records of his work and maintain 
a level financial head, Mr. Koehler de- 
clared. 


Prospects for Profit 


His own plan of operations centers 
around a sound prospecting plan. He 
believes in prospecting for profit and con- 
sequently works. hard at this phase of 
his business. He finds that he needs 250 
new prospects each year in order to fill 
his work sheets continuously, day after 
day, and he works conscientiously at the 
task of getting them. His new prospects 
come almost entirely from clients and 
friends, which he asserted: mav not be 
the ideal method for everyone, but has 
worked out best for him. 

He asks his clients and friends for 
introductions to men who have just 
moved to the city, have just been mar- 
ried, have just received promotions— 
those who are moving forward in life. 
He likes to meet these people just as 
soon as possible after they acquire new 
responsibilities, while they are burning 
with ambition to get ahead. Six months 
later they may have lost a good share 
of this enthusiasm that makes for a 
favorable recepion to the idea of insur- 
ing their newly acquired life values. Mr. 
Koehler tries to meet prospects under 
the best possible circumstances. He 
asks his center of influence to telephone 
them or give him a letter of introduc- 
tion, 


Gets Advance Data on Promotions 


As an example of the importance of 
developing centers of influence, he told 
of a railroad official in Pittsburgh who 
tips him off to promotions and intro- 
duces him to the promoted men imme- 
diately. In many cases he has thus 
known of impending promotions before 
the men involved know of them! In 
obtaining leads from clients and friends 
he uses this question: “What three men 
of your close acquaintance will go farth- 
est in the next five years?” This 
simple question he has found produces 
excellent results. 

He makes regular mailings on insur- 
ance, financial and taxation develop- 
ments to his clients and to those of his 
Prospects whom he has not yet been 
able to contact personally so that his 
name is kept constantly before them. 
He finds this most profitable. 


Sells All Types 


Reviewing his sales during the first 
six months of this year, he found that 
he has written policies on persons from 
10 to 73 years of age, with annual in- 
comes of $22,000 down to nothing, and 
with wealth of $400,000 down to nothing. 
Glancing at the occupations of these 
Persons, the clients include doctors, law- 
yers, railroad officials, salesmen and 
housewives, with a scattering of other 
occupations, 

_In order to cover his territory effi- 
ciently, Mr. Koehler limits his own 
activities to Pittsburgh and its environs 
within 50 miles. There are far more 
good Prospects to be seen in this terri- 


tory than he can possibly sell in a life- 
time of hard work, he observed. 

He urged his listeners not to spe- 
cialize in any particular type of policy, 
but to sell the best type to fit each in- 
dividual need. 

The survey of his half-year’s business 
shows that he paid for 35 cases of widely 
varying type and face, and made eight 
contacts on pension trust cases, none of 
which has yet been written. Tax insur- 
ance for well-to-do persons offers a real 
opportunity for extra business. 

However, Mr. Koehler believes in cul- 
tivating the small-policy market just as 
assiduously as the large-policy field, and 
goes after the small business largely on 
a basis of service to policyholders. He 
gives the $1,000 policyholders the very 
best service he is capable of rendering 
and by so doing has succeeded in building 
up many originally small policyholders 
to relatively large ones. He tries to im- 
press upon the small policvholder the 
fact that he is just as important to the 
underwriter as the big fellow, so that 
in a high percentage of cases he writes 
all the future business for these clients. 


Service Calls Pay $28 Each 


This program, of course, involves a 
lot of time spent in service work, but 
even purely service calls can be made 
profitable from other than the angle of 
binding that particular client to him as 
leads obtained from these clients have 
proved very profitable. In the first six 
months he made 153 purely service calls, 
yet the leads obtained on these calls 
resulted in sales so that each call he 
made paid him $28.46 in the way of new 
business! 

No successful business can be con- 
ducted without keeping of adequate rec- 
ords, Mr. Koehler asserted. Records are 
not just statistics of past business; they 
are a challenge and add zest to the 
game, 

In maintaining a level financial head, 
Mr. Koehler refers to the underwriter’s 
own earnings. He argues that it is nec- 
essary for the underwriter to work hard 
when he works but it is just as im- 
portant to get away from it long enough 
to guard one’s health and vigor. All 
work and no play will lead inevitably to 
declining sales, he declared. He himself 
works no more than 9% to 10 months 
out of each year, and spends two to 2% 
months in recreation in order to keep 
fit so he can work hard when he is on 
the job. He warned against becoming 
a slave to one’s work, rather than the 
master of it. 





Carlin Tells Methods at 
Chicago Gathering 


Keep selling plans fundamentally simple 
and on schedule, Oscar E. Carlin, John 
Hancock agent of Columbus, O., who 
made a hit at the Million Dollar Round 
Table session in Cincinnati, told the Chi- 
cago Association of Life Underwriters at 
a luncheon meeting. He urged working 
to a definite purpose but in the spirit of 
a game. The sales story should be told 
concisely, but “with a song in the heart.” 
Mr. Carlin believes in playing the game 
hard but in a spirit of competition. 

People are suspicious of what they do 
not understand, he said, but they believe 
what they can understand: This funda- 
mental lesson Mr. Carlin learned as an 
Ohio farm boy. He is convinced almost 
every man will- grant him: an interview if 
he can-quickly convince the man he has 
something to- offer that-may- be of bene- 


fit, that he has a sincere interest in the 
man’s problems. 

Mr. Carlin told his method of produc- 
tion. His plan is simple and designed for 
the average case; it was drafted to keep 
him on the job and prevent him from 
becoming “moonstruck” over large cases. 


it forces him to sacrifice certain social | 


pleasures, shows, etc., for it calls for 
much night work. However, he feels 
that success is built upon small sacri- 
fices and Small margins. 

“The fastest runner is not more than 
5 percent faster than hundreds of other 
runners,” he said. 

His first—and last—rule of prospect- 
ing is interest in the welfare of the peo- 
ple. He believes success comes also 
from good sales habits, and as well he 
wants prospects with good habits, for 
they seem to get along better. He se- 
lects people in the professions, execu- 
tives and junior executives. He takes 
his prospect file and old and new ideas 
file along on his canvasses. Whenever 
he gets tired he goes to bed for several 
days with all his sales data and records 
and takes inventory. He reorganizes 
himself and charts his future course. Not 
until the way ahead is clear again does 
he go forth. When things get thick he 
sets a smaller goal, concentrates on only 
one group of prospects. Thus he defini- 
tizes his task, and only when he has it 
in hand does he enlarge his goal again. 
He paid for more than 500 lives in 1940 
with volume of $4,567,000. He writes 
a great deal of salary allotment insur- 
ance. 

W. N. Hiller, association president, 
presided and J. D. Moynahan, Metro- 
politan, explained a by-laws proposal to 
authorize the general agents and man- 
agers division to elect its own chairman 
as do similar divisions elsewhere, which 
was adopted. 





Points Given by Kahler 


“Go after the people you click with!” 
Albert H. Kahler, second vice-president 
and superintendent of agencies Indian- 
apolis Life, told members of the Dallas 
Association of Life Underwriters in 
discussing “Motivation.” Motivation, 
when used at the right spot, is the 
most powerful tool in the agent’s work 
kit, Mr. Kahler declared. He recom- 
mended the use of a good, planned sales 
talk which makes for a more effective 
sales presentation. 


He recommended that the agent 
make certain that his prospects and 
policyholders fully appreciate what 


their policies will do for them and 
their families. “The. satisfaction of 
knowing what his policies will do is the 
payoff for the man who pays the pre- 
miums,” he said. 

“Show needs,” Mr. Kahler urged, 
“and you'll sell life insurance without 
a word about dividends, cash and loan 
values and the like.” 

Mr. Kahler and Edward B. Raub, 
president Indianapolis Life, were guests 
at.a dinner given by Paxton Matthews, 
Dallas manager Indianapolis Life. Of- 
ficers and directors of the ‘Dallas asso- 
ciation were guests. 


$40,000 Exemption Still Stands 


So far there has been no. important 
change in the attitude of the government 
toward taxation of the insurance pro- 
ceeds of estates, James F. Ryan of the 
law firm of Lord, Bissell & Kadyk, Chi- 
cago, told the Chicago Life Insurance & 
Trust Council of the Chicago. Associa- 
tion of Life Underwriters, at its opening 
meeting, This does not necessarily mean 
that- the situation will. remain. thus,-Mr. 
Ryan warned. Although to date- little 
has -been said .about it, it is too much 
to believe. that the debt burdened gov- 
ernment--will overlook -any possible 
source of:additional revenue. A: jarring 
note :-to- insurance interests was the 





Newark Lawyer Discusses 
Wills as a Sales Factor 


NEWARK—Before a large group of 
advanced life underwriters here, Samuel 
J. Foosaner, Newark insurance attorney, 
discussed using wills as a sales approach. 
The agent who thinks of his client’s in- 
terests first, and commissions second, 
does a better job for himself and his 
client, he said. 

“It is neither essential nor advisable 
that the underwriter be equipped with 
a complete legal knowledge but it is 
good business for him to have an intel- 
ligent understanding of some of the 
legal problems with which a prospect is 
confronted, with regard to his estate, 
insofar as they relate to his life insur- 
ance,” Mr. Foosaner pointed out. 

When a man dies without a will, his 
property is distributed according to the 
laws of “descent and distribution,” which 
results in hardships, inequities, delay in 
estate administration, additional costs 
and often litigation is needlessly invited. 

Clauses in wills, such as an instruc- 
tion to an executor to pay off a mort- 
gage, a bequest of stock to a given 
legatee, making of a number of cash be- 
quests to named beneficiariés, invariably 
prove impractical when attempted to be 
put into operation. All this can be en- 
tirely corrected with the proper and 
adequate use of life insurance. 

Mr. Foosaner outlined a number of 
important clauses which should be in- 
cluded in wills, such as specific instruc- 
tions concerning real estate devises, 
payment of taxes, desires in the case of 
predecease, common disaster or simul- 
taneous death, provision, if any, for un- 
born children, powers of appointment, 
and the definite requirement, in many 
instances, for providing a testamentary 
guardian. 








Treasury ruling of last Jan. 10 to the 
effect that insurance payable to a named 
beneficiary exceeding $40,000 is included 
in the gross estate if the assured, directly 
or indirectly, has paid the premiums. 

However, the $40,000 federal exemp- 
tion still stands, dividends are still not 
taxable and several favorable decisions 
have been handed down on annuities. 

Mr. Ryan saw the era of multiple fam- 
ily trusts for tax avoidance purposes 
rapidly drawing to a close in the face 
of a growing tendency in Washington 
to regard the family as a taxable unit. 
He predicted that a new and more far 
reaching revenue act would be passed 
early in 1942 which would establish joint 
returns and perhaps even tax families 
as a whole. He went on to review the 
changes which the new revenue act had 
wrought in -corporation and income 
taxes and described the workings of the 
federal tax machine as he had seen it 
when he was on the staff of the bureau 
of internal revenue. 





State Farm Issues Extra Pay 


To enable employes to meet rising 
living costs, the State Farm companies 
of Bloomington Iil., are adding 5 percent 
to the salaries of each employe earning 
$165 or less a month in the current 
quarter. In the future, information from 
the U. S. Bureau of Labor Statistics will 
be used to compute the quarterly adjust- 
ment necessary. 


Canadian Sales Show Fine Gain 


TORONTO—Total sales of new: or- 
dinary life insurance business in Can- 
ada and Newfoundland the first nine 
months were $295,019,000,. an increase 
of nearly 10 percent over 1940, accord- 
ing -to figures released by the Canadian 
Life Insurance. Officers- Association. 

September sales.- were.- $33,975,000,. a 





gain of. about. 30--percent: - 
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Agents Compensation Study Reaches “Long Range” Point 


(CONTINUED FROM PAGE 1) 





quate amounts. It. is useless to search 
for plans which will successfully finance 
those who fail. 

Financing fails because the agent does 
not produce enough business or because 
some one sets up an arrangement which 
tends to pay him more than he is worth 
as a salesman. The failure is one of 
management rather than of financial in- 
genuity. 

The committee discusses the advan- 
tages. and disadvantages of advances, 
subsidies and salaries. These three 
methods tend to be equivalent in the 
long run, for the cost of financing is de- 
termined by the ability and quality of 
management. . 

The theory underlying advances is 
that the agent should assume the risk 
of his employment. He is given an 
advance for what he needs against the 
security of future earnings. If the plan 
operated perfectly, the cost to the com- 
pany in commissions would be zero, for 
those who succeed would cover their 
debit balances and those who fail would 
repay them in the future. 


Advantages Are Outlined 


The plan has the advantage that it 
has been given wide usage and has sur- 
vived; that it is flexible, being under the 
control of the manager or general agent 
who has full scope for his personal, first 
hand knowledge and judgment and being 
easily adaptable to the needs of the in- 
dividual agent; that, in theory, it puts 
the risk of employment upon the agent 
and carries out the intent of the com- 
mission plan under which each man gets 
what he earns and no more; that, in 
theory, it puts each man on the same 
basis in that if the advance system 
worked perfectly each man would re- 
ceive the commissions he earned and no 
more or no less; that with good man- 
agement it is probably the most simple 
and straightforward method of financing. 

Included among the disadvantages of 
the advance plan as outlined by the com- 
mittee are that today with the increased 
difficulties and complexities facing the 
agent, the risk of his employment pos- 
sibly should be shared by the company; 
that under the plan successful men carry 
their own load and pay the full cost of 
establishing themselves, while the fail- 
ures do not, thus in effect placing an 
undue burden upon the successful agent 
and subsidizing the failure; that the 
morale of the agent who goes into debt 
in this way may be spoiled thus making 
failure more probable; that due to ill- 
supported hore and wishful thinking the 
advance may be paid for too long a 
time. 


Subsidy Plan Analyzed 


Under the subsidy plan, the insurer 
assumes some of the responsibility for 
making up the difference between re- 
quirement and earnings in the early 
months of the agent. Every agent, suc- 
cess and failure alike, receives something 
in excess of standard earnings, without 
liability to repay. There is no debt and 
the receipt of more than standard com- 
pensation does not imply failure. Those 
favoring subsidies contend that it gives 
frank recognition to the fact that the 
new man needs help in establishing him- 
self, that the help should be given by 
the company; that the additional cost 
will be more than offset by better morale 
and consequently by a higher proportion 
of success. 

On the other hand the committee 
states, the new agent is paid more than 
the old one for the same unit of work 
and success. It may be neither wise nor 
logical to give the new organization 
privileges and concessions which are de- 
nied to the successful veteran. The 
subsidy plan is based on a theory that 
the new agent shall receive at the start 
of his career a higher unit trate of com- 
pensation which shall’ be reduced when 
he obtains proficiency. = 

The committee’ goes into the question 
of salaries extensively, saying that in 
theory the salary is in the long run sup- 





posed to be the equivalent of commis- 
sions, less some deduction for losses and 
the cost to the company is theoretically 
the same. Under a salary the good man 
theoretically tends to get less and: the 
poor man tends to get more than he 
would if on straight commissions. 


Gives Fixed Income 


The salary plan gives the new agent 
a fixed income which may free him from 
‘worry and which does not put him in 
debt. Compensation will fluctuate slowly 
with performance, thus leveling off the 
peaks and valleys of the commission 
system. The agent need not repay any 
part of his salary in event of failure, but 
if he succeeds may receive the same 
amount as if he had been employed from 
the outset on a commission basis. The 
company or general agent assumes the 
full risk of employment and therefore 
is encouraged to induct more carefully 
and painstakingly. The plan can be 
rather easily standardized, it lends itself 
to more effective control, failures can 
be promptly eliminated. It establishes 
an employer-employe relationship which 
gives the company or general agent con- 
trol of the agent’s activities. The plan 
is attractive to prospective agents and 
should enable the recruiting of better 
men, 

However, the results of attempts by 
ordinary companies to introduce salary 
plans have almost always been dis- 
appointing. The committee expresses 
the belief that there are certain denomi- 
nators common to all these plans which 
were not given due consideration. For 
instance, the men who operated the plans 
were trained under the commission plan 
and use the wrong technique, not under- 
standing the employer-employe relation- 
ship. Training plans and the whole 
induction process are based on commis- 
sion compensation. Few companies or 
general agents can predict sales ability 
and performance accurately enough. 
Salary removes the financial incentive 
of salesmen who become complacent. 
Salary and commission usually do not 
work well together in the same office. 
The company or general agent does not 
have an adequate margin safety. The 
committee explains that the present 
value equivalent of the standard com- 
mission scale is say $15 per 1,000. The 
salary may be placed at $10 per 1,000. 
Theoretically the savings from men who 
are above average will cover closely the 
losses on men who are below, but prac- 
tically, the better men will demand and 
get all they earn under the commission 
scale so that the company pays all losses 
and gets little or no recovery. 


Change in Agency Technique 


Accompanying the salary plan there 
probably should be a_ revolutionary 
change in agency technique and this has 
not happened. Most salary plans are 
merely schemes for making advances 
against commisisons with the “company 
or general agent assuming the losses. The 
committee is inclined to believe that the 
failure is primarily in the field of induc- 
tion and supervision, rather than in tech- 
nical aspects of the salary plan itself. 

The committee introduces the Jerome 
Clark statement. 

“Ts it possible,’ Mr. Clark asked, “that 
our present system of distribution is 
badly adjusted and in need of change 
and that our real problem is not com- 
pensation at all but rather the system 
of management and work that produces 
the compensation?” 

The business, according to Mr. Clark, 
is looking for some unit of work which 
will take certain fundamental aspects of 
selling, perhaps prospecting and time 
control, out of the independent contrac- 
tor relationship and put it under the 
supervision and control of management, 
where’ apparently it belongs. - There 
seems to be a tendency toward the en- 
largemeént of the employer-employe rela- 
tionship. The greatest danger here is 
of carrying it to extremes and of want- 
irig to apply it to every phase of the 


operations. Such a relationship is most 
valuable when it is used sparingly. The 
business is looking for a system which 
abandons the independent contractor 
philosophy in favor of an employer-em- 
ploye relationship at a fixed compensa- 
tion for certain minimum requirements, 
but which also offers commissions or 
bonuses to foster initiative and success. 

Mr. Clark emphasized the differences 
that are encountered in the field of life 
insurance selling today from the old days 
of rapid growth, abundant opportunity 
and the optimistic individualism of a 
youthful community. 


Period of Apprenticeship 


In the early days, the committee 
stated, the period of apprenticeship was 
short and informal. The straight com- 
mission plan was best suited to the 
“born salesman.” Training plans were 
non-existent and the sales problem was 
simple. The man who had what it took 
usually succeeded quickly without too 
much knowledge of life insurance or the 
problems of his prospects while the man 
who failed could easily go on to another 
job. In recent years, however, the prob- 
lems of the salesman have become more 
complicated and there was a change in 
attitude. Opportunity for the man of 
average talents became less abundant. 
Jobs were scarcer, there was less indi- 
vidualism, less desire for adventure, a 
greater craving for security and less 
willingness to take a chance. Competi- 
tion became more intense, men needed 
both experience and training. The period 
of apprenticeship lengthened and prob- 
ably that period should be even longer 
than it is. 

Since compensation of the new agent 
cannot be divorced from management, 
the committee asserted certain beliefs. 

The problem of the new man is de- 
pendent upon the problems of the old 
man and is secondary to it. When the 
problem of the old man is solved, a 
large part of the induction problem will 
also be solved. Much of the trouble is 
due to overemphasis upon recruiting 
and underemphasis upon training. Re- 
cruiting must be correlated with develop- 
ment of permanent, successful organiza- 
tion. 


Old Organization 


The most efficient approach to the re- 
cruiting problem is first to bring old 
organization to its maximum effective- 
ness and thus reduce the need for secur- 
ing replacements, 

Special training, supervision, motiva- 
tion and perhaps special compensation 
must be provided for the new recruit. 

The committee suggests that the new 
agent should not be treated as a self- 
starter and he should be regarded as an 
apprentice in a complicated business. 
The untrained agent even though pos- 
sessing great natural powers of persua- 
sion finds it more and more difficult to 
compete with competent and well trained 
men. The apprentice should be given 
education and training sufficiently thor- 
ough to enable him to compete. The 
question is how can he get this prepara- 
tion and earn a living at the same time, 
how the new agent can be given work 
during his apprenticeship which will 
teach him the elements of the business 
and enable him to earn at least a modest 
compensation, 

Another question is to what extent 
management should assume functions of 
finding prospects for the agent, discover- 
ing their needs, making the sale, helping 
the agent to manage his time and han- 
dling his finances. The suggestion has 
been made that a new man should not 
be hired until the manager can provide, 
with the agent’s help, enough prospects 
to keep the new man occupied for a 
certain period. 


Problem of Service Work 
There is a question of whether the 
management should insist that service 


work be ‘adequately and properly done 
along prescribed’ linés or ‘whether’ it 


—_ 


should be regarded as a distinct opera. 
tion and not as an excuse or device tp 
sell more business. 

_The question is asked whether th 
situation will be improved if emphasis 
were placed upon successful agents jp 
force rather than upon new men hired 

The committee analyzes some of the 
features of the industrial debit system 
and asks whether the ultimate plan of 
compensation in ordinary business coulq 
not be some form of salary for service 
and commission for selling. 

There is plenty of opportunity today 
for the properly qualified agent, the 
committee states. The presence of too 
many unqualified and unfit agents makes 
the attainment of success more difficult 
than it should be. The committee states 
it recognizes that much of the TNEC 
criticism on this point is justified, 
Therefore, an essential first step is the 
replacement or elimination of as many 
unqualified and unfit as possible, [t 
must be determined who is unfit and 
unqualified. One test is whether the 
man is able to earn the requirements of 
his budget, whatever that may be, and 
another test is the cost of his business 
to his company or general agent, 

Unfitness means that the agent is in 
the wrong job because he cannot make 
a_living, judged by his own stanaards, 
He cannot write business profitable to 
the company, judged by its own stand- 
ards. Moreover he is a social misfit, 
giving a bad example to his community; 
he is a liability to the institution of in- 
surance and a hindrance to the qualified 
agent, 


Qualifying the Unqualified 


The elimination of such agents should 
not be merely the negative step of kick- 
ing them out. It should include under- 
taking to. qualify the unqualified through 
better supervision, more thorough train- 
ing, more realistic motivation, perhaps 
reduction of agency overhead or adjust- 
ment of a family budget. The objective 
should be to improve as many as pos- 
sible. There must be better selection 
so as to reduce at the source the inflow 
of more unfit. There must be a plan 
to eliminate the apprentice agent as soon 
as it becomes reasonably evident that he 
will not meet some minimum standard. 
The apprentice and his trainer should 
know these limits in advance. 

_ Jobs which are hard to get carry dis- 
tinction and one reason why the job of 
the agent does not carry more distinc- 
tion is that it is too easy to get and 
keep. a 

The agency department must under: 
take to raise the quality of agency man- 
agement even to the extent of replacing 
general agents and managers. who are 

not able to do the job. 


_ 


Short Course at University 
of Minn. Well Attended 


MINNEAPOLIS—The first _ short 
course for life underwriters ever held 
at the University of Minnesota brought 
out an enrollment of more than 50 
which was fully up to expectations. 
The course opened Oct. 27 and con- 
tinued through the week. It was open 
to producers in Minnesota and nearby 
States and several of those who took 
the work came from a distance and 




















lived on the campus, where special 
accommodations were provided for 
them at the Center for Continuation 
Study. 


Lecturers were members of the un!- 
versity faculty school of business and 
four practical life insurance men of the 
Twin Cities: H. J. Cummings, vice- 
president Minnesota Mutual Life; Louis 
Gross, State Mutual Life; Paul Dunna- 
van, Canada Life, and Edward Keat- 
ing, Equitable Society. 
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About Inflation? 


Y today 
27-4 (comm 
de 
TNEC S IT POSSIBLE for the average man to hedge 
pe Inflation and against inflation? It has been tried many times in the past. People have bought 
can Life Insurance small blocks of stock, real estate or commodities to protect themselves against 
oh: i "ae rising prices; some following the advice of "market tipsters". But, what have been 
rl Abner Shorp, Jr. the results? 
ae What about inflation? What is it? Do you know that until recently we have 
ee been in a period of deflation for eight years? 
pod What about present rising prices? Will this cause inflation? Do you know 
= that prices are still 30% below the peak of 1920? 
be Sp And, what about the billions now to be spent for national defense? Will this 
cause inflation to get out of hand or are there natural or artificial brakes which will 
hou operate automatically or which can be applied? 
nder- 
ra WHAT IS THE RELATIONSHIP OF 
ie LIFE INSURANCE TO INFLATION? 
= This whole problem is brought down to earth in a concise and understandable 
am manner in Abner Thorp's new booklet "Inflation and Life Insurance", which is just 
Ar off the press. 
ard, 
duld 4 
SUGGESTED USES FOR THE BOOKLET 


(Booklet 33,” x 81/7,” — 36 pages 
2 P 














1 . . = « Order a copy for each of your Agents to offset their fears of Inflation. 


« — PRICES 2 « « « » Suggest to them that they buy a dozen copies themselves and keep them 

ng Four copies (minimum order) $1.00 in circulation; that they write their names on the inside front cover of 
ee ee each booklet and loan to a prospect. An excellent reason for a call back 
me a a... Ae to pick it up, when the need for Life Insurance can be discussed with- 
Lots of 50 copies, each.... .17 an interruption. 

: Lots of 100 copies, each... .15 3 Use j - , oe 

' = « = » Use it as a mailing piece when properly marked for individual prospects. 

0 

; 4. ..«. lItcan be effectively used with persons of wealth to open up Tax and Busi- 

ness Insurance cases. 

| PO 

| ORDER BLANK =- —> = 








THE DIAMOND LIFE BULLETINS 
420 East Fourth St., Cincinnati, Ohio 





z Please send me ...... copies of Abner Thorp, Jr.'s New Book- 
THE DI AMOND LIFE = let, "Inflation and Life Insurance", at ...... c each. 

= 0 Check Enclosed 0 Charge My Account 

ep tescnaninis 
BULLETINS « « *« :™ 

= MY ooo oe inn vy ein ondewas Ee See 
420 EAST FOURTH ST., CINCINNATI, OHIO =— 2 Apppess 2022. eeecceceeeeeeteseesees 
nnn 8+ CY... Cee 











These 61 members of the President’s Club of the Great Southern Life during the 
last club year produced $10,673,494 of new paid business for an average of $174,949 
per man. In addition, they renewed more than $10,000,000 of second year business 
for a composite persistence of 83.29 percent. 


Participating in the enthusiastic and dramatic opening of the national defense bond 
drive of the Life Underwriters Association of St. Louis were: Adam Rosenthal, 
Acacia Mutual, chairman arrangements committee; James Callahan, Metropolitan 
Life, breakfast chairman; Postmaster General Walker; Mrs. Walker; Postmaster 
Jackson of St. Louis; George L. Dyer, Columbian National; general co-chairman; 
and Frank Vesser, Reliance Life. 


At L’Union Saint-Jean-Baptiste d’Amérique’s 15th quadrennial convention in 
Boston: (left to right) Henri T. Ledoux, Nashua, N. H., general president re-elected; 
Governor Saltonstall of Massachusetts; Commissioner Harrington of Massachusetts. 


J. O. Carter, Jr., treasurer Provident 
Life & Accident, Chattanooga, was hon- 
ored upon his 25th service anniversary. 
President Robert J. Maclellan presented 
Mr. Carter on behalf of the company, 
with a gold watch and W. C. Cartinhour, 
vice-president and secretary, gave him 
the 25-year service emblem. Other 
speakers included J. A. Chambliss, coun- 
sel, and L. N. Webb, vice-president in 
charge of the group-claim departments. 





Front row center, in the light suit, is D. L. Myrick, Lake Charles, La., club preg 
ident, by virtue of high individual volume with $523,533; on his left and righ 
respectively, E. A. Witter, San Angelo, Tex., and J. O. Scott, Sour Lake, Tex., both 
vice-presidents by virtue of 100 percent second year renewals. 





The Ralph W. Hoyer general agency of John Hancock Mutual Life in Columbus, 
O., held its annual meeting at Congress Lake. Following a business session, J. Harry 
Wood, second vice-president, spoke at a luncheon. A testimonial dinner was held — 
honoring Mr. Hoyer on his election as a National Association of Life Underwriters’ 
trustee. 


RIGHT—Head table at the “old-timers” 
luncheon of the New York City Life 
Supervisors Association: Robert Lahm, 
Prudential; William Smerling, Berkshire 
Life, association president; Warren 
Preble, general agent in Boston of Home 
Life of New York, one of the principal 
organizers, 


A banquet was tendered Vincent B. Coffin, vice-president and superintendent of agencies, and Dr. Charles B. Piper. medical 
director, in Hartford in observance of their 10th anniversaries with Connecticut Mutual Life. Six outstanding producers 1m 4 
month’s production drive in the officials’ honor spoke at the celebration and are shown here with the honor guests: R. : 
Holdt, Huntington, W. Va.; H. M. McCord, Dallas; Russell Perry, Memphis; Mr. Coffin; Dr. Piper; R. S. Caulkins, Cleveland; 
M. P. Watkins, Jr.. Richmond, and C. P. Williams, Portland, Ore.. 





